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HIGHLIGHTS of the Issue 


YE 


fe > Lower home building costs axe thie tocal point 


of much discussion in construction circles — 
these days. Ebenreiter Lumber Co. at She- 
boygan, Wis. thinks it has a start on the right 
track to lower costs. In the story beginnin 
on page 32 the details of the Ebenreiter pro-— 
gram and of some others which center around 
community planning are fully sketched. In- 
cidentally, Lorenz W. Voigt of the Ebenreiter 
company was the first prize winner in AMER- 
ICAN LUMBERMAN’s Postwar Preparedness 
Idea Contest in 1944, and his entry was to 
some extent based on the ideas which are pre- 
sented in full in this issue. 


> An advertising program featuring “News- - 
ads” and worked out with the cooperation of 
the local newspaper has given Schuck and - 
Son of Springfield, Ill. a consistent advertis- 
ing program that has. been a bell ringer. The 
ads are written in news story style and give 
homeowners a very palatable dose of informa- 
tion about one or more phases of home build- 
ing and upkeep. See page 35 for the details 
of this program. : 


> A good, well located water tank can mean the 
difference between fat cattle and lean cattle, 
between a clean barnyard and a muddy one, 
between complete freedom from worry about 
adequate drinking facilities and back-break- 


ing drudgery of water-carrying or pumping. 


_ The farmer who doesn’t have one will want one, 


and the lumber dealer can ly sell it to 
him now because the farmer has the money, 
and the article itself takes no critical materials. — 
Details of how to build a concrete tank are 
given in this issue’s Farm Building Roundup on 
page 37. 


, cay ing codes are in. flux now. In the lull 
before building goes ahead on the postwar 
rush it is being found profitable to bring long 
outmoded building woh kg _ A brief 
‘item on page 39 gives the ils of what is 
being done in some places about this matter. 


| p A new ficature, Merchendicing Forni, ia in- 


trodnced ne ee ee 


' a multitude of ideas, ful to the 


everyday problems will be presented from issue 
to issue. You'll find it beginning on page 48. — 
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COTTON INSULATI 


gains EFFICIENCY with AGE! 
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DRASTICALLY CUTS 


COTTON INSULATION IS 
EASIER TO INSTALL 


Simply unroll like a rug. Light in weight and containing 
no abrasive substances, it is harmless to skin or clothing 
—leaves surfaces unmarred and cannot injure workmen. 
It's clean—no dust or flying particles when it is installed. 
Cotton Insulation reduces waste in storage, transporia- 
tion, and handling on the job. 


COTTON INSULATION 


WEIGHT 


; a handled with ease and safety—the | 













Cotton Insulation weighs about 220 pounds per thousand 
square feet—three inches thick—as little as one-twelfth 
of the weight required when using some other insulating 

ble in efficiency. The added weight 
of Cotton Insulation is negligible—places no strain on 
roct, ceiling. or other structural b of a buildi 
utilized for its support. A reduced thickness may be used 
to provide an equivalent insulating effect. This advan- 
tage is important to the practical man. 
























COTTON INSULATION 


DOES NOT DETERIORATE 
FROM DAMPNESS 


Refusing to spoil. Cotton Insulation does not absorb, but 
sheds. In ing. the natural water-repel- 
lent waxes of pure cotton are retained. When floated in 
water for a period of six months, it shows no mildew or 
capillary attraction. When tested under severe and 
abnormal conditions. frozen solid and then thawed, it 
























COTTON INSULATION 


RESISTS FLAME-REPELS 
VERMIN 


Subjected to a 1600° F. flame from a blowtorch for a 
period of 20 minutes. it does not burst into flame, only 
chars. The chemicals used to make the cotton highly 
flame-resistant are non-volatile under temperature and 





diti prevailing in the United States. 
Chemicals render Cotton Insulation vermin-repellent. HEAT 
Examined after of use. it was found to meet the 


requirements of the U. S. Department of Agriculture in 


regains full resiliency and efficiency when dried. Cotton 
Insulation has lifetime durability. 
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every respect. 












iin this amazing product, write to—NA- 





Although available through trained 
applicators, no special equipment is 
e required for installation. Packaged 
ey in blankets that unroll like a rug— 


featherweight of its field, these qual- 
ties brought instant popularity to 
Cotton Insulation. 


‘This popularity is merited by facts— 
facts that clearly indicate a maxi- 
mum efficiency with a minimum in- 
vestment—facts that assure the user 
comfort and safety. It meets or ex- 
ceeds technical insulation require- 
ments —it is included in standard 
specifications of FHA and FPHA— 
no priorities needed. All production 
is inspected and certified in strict ac- 
cordance with specifications of the 
U. S. Department of Agriculture. 


The superior value of Cotton Insula- 
tion is confirmed by the tests of lead- 
ing laboratories — tests which show 
that Cotton Insulation transmits less 
heat per inch of thickness than any 
other building insulation material 
available today. It gains efficiency 
with age—does not settle from vibra- 
tion and heat—in fact, tends to fluff 
to a greater thickness. 


The demand for Cotton Insulation, 
which entered production shortly 
before the war, has reached such } 
proportions that it promises to be a 
major factor in the postwar stabiliza- 
tion of agriculture. 
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For more detailed information and a 
full account of government tests of | 


TIONAL COTTON COUNCIL, Box 
18, Memphis 1, Tenn., for the booklet 
Cotton Insulation.” 




















COTTON INSULATION ASSOCIATION | 








FOR OFFICIAL GOVERNMENT TESTS WRITE NATIONAL COTTON COUNCIL, BOX 18, MEMPHIS, TENNESSEE | 
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EDITORIAL 





Cancelled War Conferences 


HE GOVERNMENT ban on conventions after 
February | is resulting in cancellation of most 
or all of the retail lumber dealer war confer- 

ences scheduled for February and March. While 
this action, taken by secretaries and their executive 
boards, is causing a lot of confusion, and undoubt- 
edly will result in denying many hundreds of 
dealers the deanite advantages of first hand 
information for their postwar planning, is it neces- 
sary that the conferences be cancelled. 

That does not mean, however, that some form 
of annual meeting consistent with both the spirit 
and the letter of the ban should not be held. 
There are a number of proposals being consid- 
ered for salvaging some of the benefits of the 
annual war conferences, and we believe that out 
of the confusion that exists now, secretaries and 
their executive boards on the one hand and 
manufacturers of lumber and building materials 
on the other will devise ways of personally ex- 
changing constructive ideas and assistance that 
will be of benefit to the entire industry, and in 
no way conflict with what the government wants. 

The ban, as we understand it, limits meetings 
to a maximum of 50 people. The reasons, some 
of them expressed unofficially, are to relieve 
railroad transportation congestion; relieve hotel 
room shortages which hamper necessary military, 
and industrial and commercial travel; eliminate 
the consumption of food supplies at convention 
and conference banquets; and relieve manpower 
shortages in all of these fields of service. 

Where lumber and other associations can hold 
one-day meetings to conduct necessary annual 
business and exchange postwar product and dis- 
tribution plans, policies and problems without 
railroad travel, and without the engagement of 
more than a few hotel rooms, they probably will 
be held. It is no part of the government plan to 
place unnecessary penalties on business which is 
necessary to the conduct of the war or to efficient 
planning of practical programs for the postwar 
economy. The ban does eliminate unnecessary 
conventions, and charges convention manage- 
ment groups in necessary war industries with the 
responsibility of devising ways to hold either 
greatly abbreviated or paper conventions. 

Lumbermen, their association secretaries, and 
lumber and building material manufacturers are 
accepting the challenge, and another two weeks 
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will see substitutes devised which will retain the 
essential.and most constructive features of the 
cancelled war conferences, and be within the size 


and other limitations announced in the Brynes 
edict. 


Basic Planning for Peace 


| eee TO postwar planning in some quarters 


and objection in others is generally based upon 

two ideas. The first is that accurate postwar 
planning cannot be done because of the multi- 
plicity of imponderables in the way. The second 
is that postwar planning should not be done while 
the war is under way. 

To deal with these in reverse order, if plans for 
peacetime economy are not made before peace 
is a fact we can have a Pearl Harbor of the eco- 
nomic front in postwar years which will be so 
serious as to negate in whole or in part the military 
victory which we are carving out on all fronts. 

To say that planning accurately is impossible 
because of the imponderables is to speak truly. 
No one can blueprint a precise course of action 
for the immediate or later postwar years. General 
Eisenhower and his staff, likewise could not plan 
with absolute precision the invasion of Normandy. 
They were, however, confronted with the need to 
land on the shores of France, and therefore, had 
to have a plan. That plan embraced every known 
contingency, many remotely possible contingencies, 
and then a safety factor of force for conditions 
and events that could not possibly be foreseen. 
The plan was based. on wide military knowledge, 
and accurate gauging of conditions then current in 
the enemy forces. After that a percentage had 
to be left to chance. 

The same things are true of planning the build- 
ing material distribution factor of our postwar 
economy. It is necessary to make the plans. 
There are imponderables. Therefore, the plans of 
every dealer must be made on a few facts he 
knows about or can learn about. The structure 
of the plan will have to be flexible and embracive 
enough to accommodate itself to some conditions 
that may not now be foreseen. 

We submit that the facts can be established 
and set down in four groups, namely: lines of 
merchandise and services to sell; type of physical 
plant needed to display and sell them; manage- 
ment policies to operate the program; personnel 
selection training to implement the program. 
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How much punishment can a panel board take! 


These men know! 


For this Upson Research Laboratory literally is a 
torture chamber for all types of panel materials used 
by the building industry. 


With the aid of the most modern testing and measur- 
ing devices, we learn a great deal. Few laboratories 
have as complete equipment. 


From thousands of hours spent in pioneering research 
have come the far-reaching improvements which have 
marked Upson Products through the years. We are 
constantly searching to make Upson Products better! 


From this laboratory too, will come outstanding 
improvements and developments to speed the sales 
and profits of alert dealers, as well as maintain the 
proven leadership of Upson Panels. 


A firmly established, time-tested dealer policy! An 
ever-increasing consumer acceptance due to con- 
tinued advertising! We plan to deliver quality 
products and service fully in keeping with the post- 
war expectations of America’s Building Industry! 


The Upson Company, Lockport, New York. 


Upson Quality Products Are Easily Identitied 
By The Famous Blue-Center 
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A small corner of the Upson 
Research Laboratory devoted to 
continuous testing and devel- 
opment of better panel boards. 




















Are Serving Our Boys in Battle 


Top: Beech craft AT-10 is one of the warplanes built 
largely of plywood and has served with credit in this 
war. Left: Papreg, a high tensile strength impregnated, 
laminated paper plastic, shown as a gun shield and 
gun turret floor for a bomber. Right: Compreg resin 
treated compressed laminated wood, shown in pro- 
peller blades. Below: One scene on Kiska which must 
Upson be multiplied many times to get an accurate idea of 
oted to lumber footage going into crating. 
! devel: Special U. 8. Navy photo 
boards. 
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Planning 


FOR LOWER COSTS 


i d com- 
cation of houses !n pre-planne 


i-prefabri Py 
Can semi-p s and increase dealer sales? 


munities lower building cost 





Above: Aerial photograph of a planned sub- 
urban community at Wilmington, Del., de- 
veloped by the Wilmington Construction 
Co. for home ownership with FHA mort- 
gage insurance. The community is com- 
posed of three separate developments. 
Edge Moor Terrace has 500 houses valued 
at $5,000 to $8,000 and mostly occupied by 
the owners. Edgewood Hills has 100 owner- 
occupied houses ranging from $12,000 to 
$30,000. The other section, Edge Moor 
Gardens, consists of 400 houses valued at 
about $5,000 each and rented to war work- 
ers. One business section serves all three 
developments. 
® 
Intelligent pre-planning of a residential com- 
munity must provide for adequate parks and 
recreational facilities. In this case, the ‘sim; 
ple expedient of leaving a reasonably large 
tract vacant has enhanced the appearance 
of the entire section and furnished a place 
for children to play. Proximity of schools, 
theaters, community houses and retail stores 
is another important factor in the planned 
development. 
© 


Outstanding example of a pre-planned com- 
munity developed by an industrial concern. 
This section is populated by employees of 
the Kohler Co., Kohler, Wis., from high- 
salaried executives to unskilled laborers. The 
development is rather extensive and only a 
small portion of it is pictured here. Pride 
of ownership is strong, and the homes are 
well-kept and attractively landscaped. 
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| on W. VOIGHT of the Eben- 


reiter Lumber Co., Sheboygan, 
Wis., has progressive ideas about 
house building ready to put into action 
after the war—ideas that should effect 
substantial reductions in the cost of 
quality housing and result in greater 
sales and prestige for his company. 
Expressed simply, Mr. Voight’s 
idea involves the erection of “semi- 
prefabricated” homes in a “pre- 
planned”? community. Although these 
concepts are not altogether new, both 
of these terms require further ex- 
planation. 


Semi-prefabrication is primarily a 


system to eliminate waste in mate- 
rials and man hours of labor, and 
should afford better homes at lower 
cost to the buyers. The method in- 
volves a high degree of standardiza- 
tion, use of modular planning and 
pre-cutting of lumber. To use semi- 
prefabrication effectively, the lumber 
dealer would have to co-ordinate the 
plans of architects, interior decora- 
tors, heating and plumbing engineers. 

The rewards of such co-ordination 
would be reduced costs; in some cases 
nearly 15 percent might be slashed 
from construction expense. Mr. 
Voight has tentative estimates to il- 
lustrate this pojnt and explains it 


3 aan aad 


with the following comparison: “Be- 
fore the war Ebenreiter Lumber Co. 
could build by conventional methods a 
high-quality, attractive five room 
house to sell for $5200. Semi-prefab- 
rication should enable us to build that 
same house, with the same quality 
materials, to sell for $4500—a saving 
of $700. This is a conservative esti- 
mate and possibly even more could 
be saved. This comparison, of course, 
is based on the assumption that labor 
rates and material costs are the same 
in each case.” 

Mr. Voight warns that these figures 
are only approximate. His tentative 
estimates are based on a sound analy- 
sis, but the company has not yet had 
actual experience with semi-prefabri- 
cation, and the estimates have not 
been verified in practice. 

What about the pre-planned com- 
munity? Why does Mr. Voight want 
to place his semi-prefabricated homes 
in such a setting? There are two 
reasons. First: Planned control from 
the start can create a highly desir- 
able and attractive residential sec- 
tion, eliminating the spottiness found 
in unplanned districts. Such  sur- 
roundings encourage pride of owner- 
ship and insure that the community 
and its homes will be well maintained. 
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Second: As mentioned before, success- 
ful semi-prefabrication involves a 
high degree of standardization and 
co-ordination. This does not mean 
that appearance or livability of the 
home need be sacrificed, but it does 
mean that a modular plan must be 
consistently followed—otherwise costs 
will rise and the purpose will be de- 
feated. Ebenreiter Lumber Co., in 
common with most dealers, has come 
to expect interference when building 
an individual house for a customer. 
It is the natural inclination of most 
customers to hang around the site 
suggesting minor changes which de- 
lay the job and run up expenses. Mr. 
Voight believes: this could be largely 
eliminated by first building the houses 
and then offering them for sale. The 
pre-planned community is his answer 
to the problem. 

Pre-planned communities are not a 
new idea. In a number of cases in- 
dustrial concerns have developed them 
close to factories to provide adequate 
housing for their employees. J. C. 
Nichols, internationally famous real- 
tor, has done an inspired job in Kan- 
sas City. Said to be the largest 
contiguous, restricted residential 
district in the world, his Country Club 
region covers many square miles and 


33 










ne SS RC FANS 
hes 


is filled with beautiful homes in the 
middle and upper cost brackets. 

Lorenz Voight wants to do a com- 
parable job on a much smaller scale. 
He wants to do it for families that 
might be placed, according to income, 
in the “lower middle class.” If suc- 
cessful, his plan could offer such folks 
better homes at lower cost than was 
formerly possible. 

What does this idea of semi-pre- 
fabricated houses in pre-planned com- 
munities mean to the lumber dealer? 
In each case, that is an individual 
problem depending on many local fac- 
tors and conditions. Obviously, it in- 
volves speculative building. 

Mr. Voight’s still tentative plans go 
about like this: First his company 
would be built and offered to the pub- 
of land, put in improvements and 
divide it into lots. Then the houses 
would be built and offered to the pub- 
lie at the low prices made possible 
by semi-prefabrication. Financing 
would be arranged, and the monthly 
payment would be emphasized rather 
than the total price. 

With each house would go a land- 
scape plan prepared by a master 
gardener. This would show the owner 
how to work toward the ultimate ob- 
jective by making one or two small 
and inexpensive plantings each year. 
A nurseryman with an eye to future 
business would probably furnish these 
plans to the lumber dealer at no 
charge. A similar tie-up with an 
interior decorator would make his 
services, if desired, available at low 
cost to purchasers of the homes. This 
might result eventually in follow-up 
sales of building materials, paint and 
other items for redecorating jobs. 
And Ebenreiter Lumber Co. is think- 
ing seriously of adding refrigerators, 
ranges, washing machines, radios and 
other appliances to its lines. These 
things are part of every modern 
home and could be sold at the same 
time. 

Just exactly what is meant by 
semi-prefabrication? It is a system 
calculated to reduce waste in material 
and labor. As Mr. Voight describes 
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it, no wall sections would be pre- 
assembled with this system, but fram- 
ing lumber would be pre-cut to exact 
lengths. Door and window sizes 





S POG cccccoves -One length (Base- 
ment ceiling stand- 
ard height.) 

SF GirGSF cscccccs Pre-assembled to 
FHA specifications. 

50 Joists for 24’ 


MD sc ecéwe «-.Pre-cut to allow for 
Girder & Rim. 
Oe Be 6eiccesenan Width Determined by 
Joists. 
SE &ctcca wees All 2x6. 
re All one length 
12 Sets Door 
Peamins cccccced All one length. 


all door widths. 
9 Sets 42x24 Win- 
dow Framing...Parts pre-cut and 
stocked similar to 
window frame in- 
ventory. 
3 Sets 24x15 Win- 
dow Framing... 
48 Sets Bridging 
Se FON ceccccs Stocked for 6”, 8” and 


10” joists. 
50 Sets Ceiling 
Joists 12’ Span. 
50 Rafters 24’ 
a Stock for 20, 22, 24, 
26’ floor span. 
3—Stair String- 
ers Basement... Pre-cut in quantities 
& stock. 
One end bevel sawn 
1000’ Floor lining. in stock. 
1000’ Sheathing, 
Insulation type. 
1200’ Roof boards. Pre-cut to 8’, 12’ and 
A 


4 pe.—16’ Cornice 
Type A—12 Sq..One of 4 standard de- 


signs. 

Shingles 
9—32x24—12 It. 

Windows ...... Completely assembled 
3—24x15—12 It. and two coats pre- 

Windows ...... painted. 
2—2’8” Door 

WPOMIGS 2600s 0:00 





A partial, sample list of materials for con- 
struction of a semi-prefabricated house. 


The Ebenreiter Lumber Co., Sheboygan, 
Wis., covers much land, boasts many build- 
ings, two of which are pictured here. Post- 
war plans call for considerable remodeling 
and the erection of an attractive, modern 
store for selling direct to the public. 


would be standardized, permitting the 
use of stock selections exclusively. A 


modular planning method limiting 
basic floor sizes to multiples of 24 
inches would be adopted. 

Heating and plumbing systems 
would be simplified and all piping pre- 
assembled to standard dimensions. 
Cabinets would be factory set up and 
pre-painted. Doors and windows 
would be pre-fitted and painted. Ceil- 
ing and door heights would be limited 
to one dimension. Height of rooms 
could be visually increased or de- 
creased by decorative treatment. 
Roof pitch could be identical for all 
homes. 

According to these specifications all 
framing lumber would be drawn from 
pre-cut stock. If wood girders are 
stocked in lengths conforming with 
they would be pre-assembled and 
‘adopted as_ standard construction, 
FHA minimum construction require- 
ments. 

With an inventory of stock lumber 
and millwork items at the designer’s 
disposal, he can plan homes of un- 
limited variation with a minimum 
stock of material sizes. 

All cabinet work would be delivered 
factory set up and spray painted in 
the shop. All other interior wood- 
work would be pre-fitted wherever 
practical and factory prime painted. 
Doors would be factory bored and 
mortised for hardware. 

Cabinets, etc. should be made up of 
a combination of standard designs to 
enable building on a production basis. 

Perhaps this isn’t the ultimate an- 
swer to low cost housing for every 
family. But it is a simplified tech- 
nique which will undoubtedly lower 
costs considerably without sacrificing 
quality. And it’s a big step in the 
right direction. 
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AID LUMBER 
SALES 


HEN AN experienced lumber re- 
tailer says that it is the best 
type of advertising he has yet 

used, it is time to sit up and take 
notice. That is just the way that 
C. W. H. Schuck, owner of the Schuck 
and Son Lumber Company at Spring- 
field, Ill., speaks of the “News-Ads” 
that he has been using for the past 
fifteen months. 

“News-Ads”? Why they are just 
as the name implies. Advertisements 
written up like news stories! 

Through special arrangement with 
the Illinois State Journal and Illinois 
State Register, Springfield’s leading 
morning and evening papers, the 
Schuck company is taking advantage 
of a special service with these ads 
that these and newspapers of other 
communities offer. 

By an exclusive contract with the 
newspapers the Schuck & Son com- 
pany agrees to pay slightly more than 
the regular rates for their display 
advertising space. In return the news- 
paper agrees to hold the “News-Ad” 
service exclusive to the one lumber 
dealer. 

For every inch of conventional dis- 
play advertising at the special rate, 
the newspapers devote an equal 
amount of space to the news-story 
ads. These ads may be.taken at 
regular intervals or reserved for less- 
frequent spreads. 

The “News-Ads” appear in the 
papers each Monday morning and 
evening in special sections titled 
WEEKLY BUSINESS NEWS. They 
are written just like regular newspa- 
per stories, with the typical heads and 


New Kind of “Anti-Freeze”’ 


is Designed for Homes 


A new “anti-freeze” solution—de- 
signed for homes rather than auto- 
mobiles—is suggested for local citizens 
facing a third cold winter because of 
limited fuel supplies. 

Containing “warm up” rules in- 
stead of chemicals, the anti-freeze so- 
lution was suggested by the Schuck 
& Son Lumber Co., and was based on 
suggestions made by the American 
Society of Heating and Ventilating 
Engineers as a guide to householders 
who want greater warmth on reduced 
quantities of fuel. 

Fuel savings through a single one 
of these measures—storm windows—it 
is pointed out, would amount to from 
20 to 25 per cent. 

The new “mixture” was compounded 
with the following suggestions: 1. In- 
sulate roof and walls. 2. Install storm 
sashes on all windows and doors. 3. 
Weatherstrip all outside doors and 
windows. 4. Install insulation behind 
radiators placed on outside walls. 5. 
Clean and adjust oil burner, stoker or 
gas burner for efficient combustion. 6. 


journalistic style. The ads may or 
may not be illustrated. Copy is fur- 
nished by the dealer subscribing to 
the service. The stories are written 
by experienced newsmen in _ their 
characteristic styles. 

In two typical Schuck and Son 
“News-Ad”’ stories, the following 
ideas were developed: 

Under the heading ENGINEERS 
WARN HOMES MUST PLAN FUEL 
SAVINGS—the ad followed the sug- 
gestion of the American Society of 
Heating and Ventilating Engineers 
that homeowners must save fuel. The 
lumber company can aid by supplying 
insulation, storm windows, and other 
weatherproofing items. 

With the caption NEW KIND OF 
“ANTI-FREEZE” IS DESIGNED 
FOR HOMES—complete instructions 
were given for insulating practices 


Above "News-ad" and below, display ad of Schuck & Son. 

















STORM WINDOWS | 


Prevent Fuel Waste 

Keep blasting winds and driven snow out 
of your home with storm windows that 
keep the heat in. Heat losses can be cut 
up to 30% by installing Storm Windows 
and Doors, 
made-to-measure. 


Schuck & Son 


Lumber and Building Materials 
TENTH and JEFFERSON STS. 





See us for standard sizes or 


PHONE 4637 
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Insulate boiler, furnace and hot water 
tank or heater. 7. Install automatic 
heating controls. 8. Use conservative 
temperatures—70-72 degrees—during 
evening hours; lower to 65-68 degrees 
during day when occupants are active. 
9. Don’t heat unused rooms, such as 
playroom, laundry, sunroom or gar- 
age. 10. Operate the heating plant 
for maximum heating efficiency and 
fuel economy. 

Approximately the same comfort 
may be enjoyed from burning less fuel 
if the heat from that fuel is forced to 
work by being sealed within the house 
for a longer period of time, a repre- 
sentative of the Schuck & Son Lumber 
Co. said. By observation of the simple 
rules for “sealing’’ the house, thou- 
sands of tons of coal and gallons of 
oil could be saved, he observed. 

The Schuck & Son Lumber Co., 923 
East Jefferson street, will be glad to 
give you complete information and 
prices on weatherstripping, insulation 
and on standard size or made-to-order 
storm windows and doors. 


for the average home together with 
details of how the lumber dealer can 
co-operate in the program. 

The “News-Ads” are psychologi- 
cally sound. If Mr. and Mrs. Aver- 
age American read at all, newspapers 
are their sources of information. They 


read news stories and the ads are set 


up in exactly the same fashion. 


The “News-Ads” fit very nicely into 
Mr. Schuck’s own notion of what con- 
stitutes good advertising. Says Mr. 
Schuck, “We are not selling on price 
but on what should be done.” A study 
of the ads relating to insulating and 
winterproofing shows how this idea 
has been put into practice. 

For the “News-Ads” the Springfield 
dealer has worked out a schedule for 
advertising emphasis. It is as fol- 
lows: 

Winter Season—Storm Windows 
and Insulation. 

Spring Season—Insulation for Sum- 
mer Comfort. 

Summer Season—Roofing and Paint. 

Fall and Early Winter—Storm 
Windows. 

In all his advertising program Mr. 
Schuck points to the fact that a better 
of business and that he is prepared to 
take care of the needs of those who 
seek his services. 

The Schuck lumber organization has 
operated in Springfield for more than 
75 years. The organization was 
founded by the great-grandfather of 
the present owner. The name “Schuck” 
has always appeared in the titles 
under which the company has oper- 
ated. 
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for Building Materials to Facilitate Package Selling 


ONG A STUMBLING block in the 
path of the lumber dealer who 
aimed at operating a complete 

one-stop home building home main- 
tenance service has been the difficul- 
ties surrounding the obtaining of 
plumbing fixtures, heating and venti- 
lating equipment, kitchen and laundry 
equipment and electrical fixtures. In 
this situation several enterprising 
businessmen, some of whom have an 
affiliation with manufacturers of the 
above products, have recognized an 
opportunity. A corporation has been 
formed (ownership is vested exclu- 
sively in dealers in lumber and build- 
ing materials) with the solution of this 
problem as one of its objectives and 
the reduction of the cost of building 
to the ultimate consumer, without 
lowering the dealer’s profit factor, as 
another. 

The basis of the set-up is a fran- 
chise system, with only one dealer in 
a trading area having a franchise. 
The dealer who accepts a franchise 
sells his regular line of materials 
plus heating, plumbing, kitchen, laun- 
dry and electrical fixtures bearing this 
company’s trademark—not that of 
any nationally known manufacturer. 
The company maintains warehouses 
located throughout its area of opera- 


sively. It is estimated that $600 
worth of this type of merchandise 
goes into every housing unit, so the 
statement is the equivalent of saying 
that the dealer must sell one housing 
unit per 1000 population, each year. 

The company plans to supply its 
franchise holders with advertising, 
engineering, sales, and architectural 
materials. It expects that its mer- 
chandise will go to its dealers at a 
cost that will permit the dealers to 
figure it into a housing job at, or 
slightly above, the price at which 
similar merchandise is normally sold 
by wholesale distributors. 

There is no control over the fran- 
chise holding dealer’s method of oper- 
ation. He is free to build on his own 
account, sell through contractors or 
builders in accordance with the prac- 


tice of his choosing. The prime pur- 
poses of the system are to lower the 
cost of building materials without cut- 
ting profit by a more efficient distri- 
bution method; to make it easier for 
the lumber dealer to become the one- 
stop home building headquarters of 
his community, and thus increase the 
dollar value of his average unit of 
sale; and to make delivery on the 
items handled so speedy that the 
dealer needs no inventory of the mer- 
chandise and can sell from samples 
only. 

The Pioneer. Co., a Pennsylvania 
corporation is organizing this plan 
now with operation of the plan to go 
into effect as soon as wartime restric- 
tions on building and materials per- 
mit. Further information about costs 
and other details may be had by writ- 
ing AMERICAN LUMBERMAN, 139 
No. Clark St., Chicago 2, IIl. 


For Woodworkers 
by LYNE S. METCALFE 


HE wartime need for rapid yet thorough training 
of new employes in the skills of woodworking has led 
to the development of a series of 22 discussional-type 

instructional slide films for this industry. Fourteen of 
these films show how to use various woodworking ma- 
chines and tools properly, and eight films deal with basic 
shop safety. The subjects covered are as follows: 


Woodworking Tools and Machinery 


1. Hand tools—hammers, 


saws; 2. Planes, knives, 











tion which assure quick delivery and 
make it necessary for the dealer to 
have only sample display units in his 
inventory. The dealer, to be eligible 
to be a franchise holder, must main- 
tain a display room, and his salesmen 
must be trained in selling the new 
type of merchandise. It is required 
that all purchases from the wholesale 
distributing agency be made on a 
cash-with-the-order basis, and that 
each franchise holder must guarantee 
to sell annually at least $600 worth 
of merchandise supplied by this firm 
for each 1000 population in the mar- 
ket which the dealer serves exclu- 


Below: Typical Views 
from training films 


described 





5. Make deep cuts wide enough to prevent 
pinching the parting chisel. 


The parting chisel is used to make narrow cuts. 
Usually, the blade is tapered toward the handle to 
provide clearance between the blade and the sides 
cuts this keeps the tool from 


pinched. 


of the cut. In mos! 


bein ' 





chisels, screwdrivers, files; 3. Tool grinder; 4. Drill press; 
5. Jig-saw; 6. Band-saw; 7. Disc sander; 8. Belt sander; 
9. Lathe—parts, spindle turning; 10. Lathe—faceplate 
turning, other operations; 11. Planer; 12. Jointer; 13. Cir- 
cular saw—parts, installing blade; 14. Circular saw—set- 
ting up, operating. 

Basic Shop Safety 

1. Play safe and work safely; 2. Maintaining a safe 
shop; 3. Safety inspection; 4. Training for emergencies; 
5. Treatment for bleeding—shock—preventing infection; 
6. Aid for injuries, fainting, burns; 7. Eye protection; 8. 
Power supply. : 

Each is a 35 mm film with a group of frames, each of 
which is a picture with captions included as shown in the 
photos. They are available to the trade through the Jam 
Handy Organization, 2821 E. Grand Blvd., Detroit, Mich. 


Jam Handy photos 


Nibble out narrow slots and small curves. 


To cut narrow slots and curves with a very small 

radius, nibble out the wood with parallel saw cuts 

made close together. This leaves a rough edge to 
be finished by other methods. | 
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Farm Building Roundep 


WATER 'T 


by J. F. Schaffhausen 
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ATERING LIVESTOCK and horses is still the major 

back-breaking chore on the farm, and never a day 

goes by that some farmer doesn’t swear to put an 
end to it. Where such a need exists, dealers should find 
it easy to sell materials for stock tanks. The late winter 
is traditionally a good time to sell improvement ideas 
to most farmers, so why don’t you include watering tanks 
in your March or April promotion campaign? There 
are no wartime restrictions on building tanks, and 
concrete, sand and gravel are available. Most farmers 
can find enough old lumber around the farm for the form 
work, so even the lumber shortage is not a real obstacle. 
This is something that can be sold today. 

If you want to do a service job of selling and build 
a lot of good will you might make up a set of sturdy 
forms that can be rented to farmers at a nominal rate. 
In this way, one set of forms will sell large quantities 
of concrete and a good profit can accrue from the rentals. 

As part of this promotion, you might include informa- 
tion on how to go about doing the job. This is a sample 
cf what you might say: 

Here is the concrete stock watering tank that you 
have been looking for. It will fit into your farming 
operation and you can build it yourself. The rectangular 
shape will water many animals at once, and this size 
will provide 650 gallons of water capacity. The six 
foot platform around the tank will eliminate the unsightly 
mud holes found around most tanks. 

The forms for this tank should be built from 1-inch 
boards and all studs and braces should be 2x4 members. 
Enough old lumber can be found around most farms 
for a form of this size. The balance of the materials— 
gravel, sand and cement are low in cost and available in 
plentiful supply. 

After you have selected and graded a site, the first 
operation is to rough in the water line under the tank. 
Next place the outside form and braces as shown in the 
drawing. Now you are ready to pour the concrete for 
the floor. Place this to a depth of 6 inches. While the 
concrete in the tank floor is still fresh, set the inside 
forms, so that the walls can be poured the same after- 
noon. This process will eliminate leaks around the floor 
slab. Place the inside forms at an angle, so that the 
bottom of the tank will be 6 inches thick and the top 
4 inches. Next put a 1-inch drain pipe through the wall 
forms at floor level. Wrap this pipe inside the form 
with poultry mesh, keeping the wire back from the face 
of the form. Now pour the concrete into the forms in 
layers about 6 inches deep. This layer should be poured 
continuously around the form to prevent shifting in the 
forms. As the concrete is placed, spade it well especially 
next to the forms. This prevents stone spots when the 
forms are removed. 

The concrete mix for both tank and platform should 
be one part Portland cement, 2% parts sand and three 
parts gravel. The concrete should be mushy but not 
soupy when placed. This can be controlled by using only 
five gallons of water to each sack of cement in the mix. 
For the tank, you will need 14 sacks of cement, 1% cubic 
yards sand and 1% cubic yards gravel. § 

Remove the forms two days after the concrete has 
been placed. Any stone spots that show should be 
patched with mortar made from one part cement and 
2% parts sand. Make the mortar stiff and work it into 
the rough spots. 

The job may appear complete at this stage, but really 
it is not, for it is necessary to see that the concrete does 
not harden too fast. To insure proper curing, cover it 
with wet burlap bags and keep it wet down for six days. 

Level the ground around the tank and tamp it well. 
Then place the outside forms for the apron so that the 
platform will be six inches thick at the tank and five 
inches at the outside edge. Use the same concrete mix 
as in the tank and place the full thickness of the floor 
at once. Finish the floor with a rough wood float. This 
platform will require 54% sacks of cement, 3% cubic 
yards sand and 4% cubic yards gravel. 
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Court Decision of Interest to Dealers 
CONTRACT HELD VALID 


Although a contract contains an unreasonable clause, the whole 
contract may be valid and effective if both parties intended to be 
bound by the unreasonable clause in the contract. 

For example, in Deax-Duck Lumber & Supply Co. v. Allen, 10 So. 
(2d) 242, it was shown that a construction contract contained a 


clause, as follows: 


“Any deviation from any statements as to materials, etc., by the 
contractor makes the contract null and void.” 

A disagreement arose over payment for the lumber and the con- 
tractor contended that the contract was void because:under this 
clause if only one board in the house was found to be below grade 
he could not receive any payment for the construction of the house. 

However, the higher court held the contract valid and said: 


“We can see no reason for any board to be below grade. 


Cer- 


tainly when a definite grade of lumber is specified, it does not mean 


that only some of the lumber shall be of that grade. 


of it shall be.” 


It means all 


MANAGER LIABLE 
It is important to know that a modern higher court recently held a 
manager of a plant personally liable in damages for a nuisance. 
In Duncan v. Flagler, 132 Pac. (2d) 939, the testimony disclosed 
that an engine was improperly installed in a plant and resulted in ex- 


cessive vibration and noise. 


Certain nearby property owners sued both the corporation and the 
manager of the plant for damages on the grounds that operation of 


the plant was a legal nuisance. 


It was argued that the manager could not be held liable because an 
agent is not liable to third persons who may be injured by the creation 
or maintenance of a nuisance by the employer. 

The higher court held the manager liable; and said: 

“All those who participate in the creation or maintenance of a 
nuisance are liable to third persons for injuries suffered therefrom.” 


POSTWAR BUILDING FUNDS 


The unprecedented sum of approxi- 
mately a billion dollars was available 
in savings and loan institutions the 
first half of this year for lending to 
home buyers, to war housing builders, 
and to Uncle Sam.through govern- 
ment security purchases, the United 
States Savings and Loan League re- 
ports. Morton Bodfish, executive vice 
president of the League, says that out 
of $951,411,000 which they had avail- 
able, $545,045,000 came from borrow- 
ers’ repayments on their loans, and 
$406,366,000 represented net increase 
in funds from savings and investing 
members. 

The inflow of funds from borrow- 
ers was 29.4 percent greater than in 
the first six months of 1943, and half 
again as great as in the like period of 
1942. These receipts represented a 
vastly accelerated rate of repayments 
over and above the contractual 
monthly reductions required on the 
principal of each borrower’s loan. The 
war years have seen the rather unique 
situation, Mr. Bodfish pointed out, in 
which the home lending institutions 
have a larger volume of money to re- 
lend out of their borrowers’ repay- 
ments than as a result of new 
money coming in from their savings 
members. 


The net increase in new money from 
the savings and investors, however, 
represented also an unprecedented 
high since the prosperity of the 1920’s, 
Mr. Bodfish said. It was 36 percent 
greater than for the same period last 
year, and was substantially larger 
than the increase during the first half 
of 1941 which represented the high 
point since the depression. 

“From these data we find that those 
with the largest amount of foresight 
in the present situation are the home- 
owners whose activity in hastening 
the repayment of their debts repre- 
sents the real thrift instinct,” said Mr. 
Bodfish. “These people are placing 
themselves in a highly favorable eco- 
nomic position for the postwar period. 
One of the most hopeful signs for the 
continuation of a high level of pur- 


chasing power and of consumer de- : 


mand sufficient to continue prosperity 
in this country is the reduction of per- 
sonal debts which has taken place 
during the war to an extent which 
people ordinarily do not realize.” 

He said that the associations used 
these available funds for $691,147,000 
in new loans to home buyers, builders 
and modernizers; and in the purchase 
of $250,000,000 of Government Bonds 
during the first half of the year. 
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Moving to facilitate private building 
construction after the war, States and 
municipalities, as well as private or- 
ganizations, have shown increasing 
interest recently in the trend toward ’ 
modernization and standardization of 
building codes and related regulations. 


A survey of 1944 progress in this 
direction reveals that one significant 
step was Indiana’s adoption of new 
State building, electrical, plumbing, 
and heating and ventilating codes. 
Representing culmination of many 
years’ work, all four of the new codes 
provide more elasticity than those pre- 
viously in effect. Obsolete sections of 
earlier codes were eliminated, with the 
new rules providing for use of the 
latest and most scientific developments 
in materials. Indiana’s new heating 
and ventilating code is said to be the 
first adopted by any State and covers 
all the latest phases in that field. 


One of the most important contribu- 
tions to the building code moderniza- 
tion movement in 1944 was the 
American Standards Assn.’s approval 
of a building code standard which can 
be used by cities and towns through- 
out the country. Aimed at uniform 
building regulations throughout the 
nation, the new standard was de- 
veloped under technical leadership of 
the American Municipal Assn. and 
the Building Officials’ Conference of 
America, Inc. It defines in broad 
terms the powers, duties and responsi- 
bilities of local enforcing officials and 
covers construction, alteration, repair, 
equipment, occupancy, location, main- 
tenance, removal and demolition of all 
types of structures. 

Among the organizations taking a 
prominent part in stimulating interest 
in the modernization of building codes 
is the Chamber of Commerce of the 
United States, which has urged its 
local units to initiate such action in 
their communities. 

“To encourage private enterprise 
and private capital to assume leader- 
ship in postwar building construction 
activities,” the chamber points out, 
“it is highly desirable that handicaps 
imposed by old and obsolete building 
regulations be eliminated and that 
building codes in cities operating 
under old ordinances be modernized. 

“Of specia] importance and urgency 
is the need to: amend immediately 
those building codes not now permit- 
ting use of proven and tested techno- 
logical developments, including those 
growing out of war construction prac- 
tices. Authority should be given to 
appropriate boards or building officials, 
not having it, to accept new construc- 
tion techniques and products which 
meet approved standards and require- 
ments.” 
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House Plan No. 632 


20,400 Cubic Feet 


Beautiful woodwork 
gives this master 
bedroom a rare 
charm and elegance. 
Note the two closets 
and the bui It in 
shelves and cabinets. 
The large mirror in 
the door is extreme- 
ly practical. 
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This built in wardrobe is far superior to an ordinary closet. 
Sturdily made of attractive Douglas fir plywood, it has a 


place for everything and makes it easy to keep clothes in 
order. 
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This special room makes sewing a joy. Space is 
utilized to the fullest advantage and there's a place 
for everything. If desired this room can be con- 
verted to a nursery or study, but most women will 
be delighted to have a private sewing room of 
their own. 


House Plan No. 634 


23,675 Cubic Feet 


Complete working blueprints and specifications of any house 
design published in this magazine are now available at $5.00 
per set. Two sets of plans for the same house are $8.00, three 
sets $10.00, four sets $12.00 when ordered at the same time. All 
the blueprints are in a convenient 12” x 18” size and meet all 
FHA requirements. Please order plans by number, enclosing 


payment, and address to American Lumberman, 139 North 
Clark St., Chicago 2, Ill. 
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Order L-335 was heavily revised as 
of January 5th. 

To get the meaning of these revi- 
sions, it’s smart to keep a certain fact 
in mind: The order as first issued set 
up as tight a control over distribution 
as the Lumber Division imagined ever 
would be necessary. 

When you draw a statistical chart, 
you establish a base line far enough 
down the sheet so that all the graphic 
lines representing figures and their 
changes will be above this base line. 
In much the same way the control 
officials fixed L-335 as a base line. 
They constructed the order in such a 
way that it could be amended easily 
by means of Directions; and they ex- 
pected all these changes to be “above 
the line’; that is, to relax and liberal- 
ize the original order. Those early 
revisions were begun at once. In fact 
some of the Directions, liberalizing 
L-335, were. actually written before 
the order was issued. 

With this in mind, note that the 
January 5th revisions have brought 
the controls down practically to the 
base line of the original order; in a 
place or two have dipped below it. 
Whatever else this means, it indicates 
that the lumber market at this mo- 
ment is as stringent as the control 
officers imagined it ever could be; and 
it’s much more stringent than they 
expected it ever to be. Don’t attach 
too much significance to this fact. At 
best, it was merely an estimate. But 
don’t ignore it, either. 


Direction Eight 


While all these revisions and their 
expected effects should be considered 
as a single pattern, most retailers are 
especially interested in Direction 8 
as it now stands. 

As issued last July, Direction 8 
gave a distribution yard the choice 
of two methods in getting unrated 
stock. The yard might receive in each 
quarter, on certified but unrated or- 
ders, a flat allotment of 5,000 feet o% 
lumber. Or it might choose instead, 
for each quarter, ten percent of the 
amount received by the yard in the 
corresponding calendar quarter of 
1943. If the second were chosen, there 
was a further limitation. Not more 
than 8,000 feet could come in per 
quarter under the ten-percent clause. 
This, at least roughly, is the outline of 
Direction 8 as it was some six months 
ago. 

Most distribution yards, it seems, 
qualified for the 8,000 feet per quar- 
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ter. A car or a little more per year. 
But it wasn’t intended to carry too 
heavy a load of customer service. Fur- 
thermore, this wasn’t the only ease- 
ment. Direction . 8-a allowed the 
dealer, in the period of September- 
December to sell a third of his inven- 
tory, as of September 1st, upon uncer- 
tified and unrated orders. Some dis- 
tribution yards also were so situated 
that they could buy “free” stock from 
small mills. 

But Direction 8-a expired as of De- 
cember 3lst and was not renewed. 
Regulation of small mills has been 
tightened until, according to the Lum- 
ber Branch, less than three percent 
of the country’s lumber production 
moves to market without control. 
Only a sawmill cutting less than 
100,000 feet a year—less than four 
cars—may now ship on uncertified 
and unrated orders. 

So Direction 8 has been changed to 
provide a slightly more flexible for- 
mula for calculating the amount of 
lumber a distribution yard may sell 
on uncertified orders. It’s not notably 
generous, but it should be of some 
help. 

The distribution yard is allowed to 
place certified but unrated orders, 
during the calendar year, for either 
20,000 feet of lumber or for an 
amount equal to ten percent of the 
lumber sold at retail out of the yard 
during 1944. 

This unrated lumber, of course, be- 
comes more important as the controls 
are tightened up. Furthermore, the 
revised formula takes some account 
of sales volume. For example, under 
Direction 8 of last year, a distribu- 
tion yard that had been selling a hun- 
dred cars of lumber a year would be 
allowed to buy 32,000 feet of certi- 
fied but unrated lumber; while a yard 
that had been selling two cars a year 
could put in for 20,000 feet. Under 
the revised formula, the second yard 
could still ask for its 20,000 feet; but 
the big shop would be entitled to or- 
der some 300,000 feet. 


Retail Sales 


Some dealers have been asking 
what constitutes a retail sale, for the 
purpose of figuring purchase allot- 
ments under Direction 8. The NRLDA 
says the Lumber Division has made 
some rather important verbal rulings. 
It holds, as of the present, that a re- 
tail sale means the sale to a consumer 
of any lumber which has been part 
of the distribution yard’s inventory; 





x*keek * 


even though the lumber is delivered 
on a so-called wholesale-type sale at 
the $5 plus ten percent markup pro- 
vided by RMPR 215. As we get it, 
there are a couple of determining 
points. That word “consumer” means 
a bona fide retail purchaser. Lumber 
“which has been part of the distribu- 
tion yard’s inventory” means exactly 
that. Satisfy these two points, and 
it’s a retail sale; even though other 
factors make it obligatory to charge 
a price that bears a wholesale name. 
Better watch this point for further 
rulings. At the time of writing, how- 
ever, the above explanation seems to 
be correct. 

This page understands, also, that 
dealers who have in inventory any 
lumber bought last year, say, on un- 
certified orders may sell this lumber 
on uncertified orders; provided that 
it does not interfere with the filling 
of rated orders. A good many retail- 
ers still have some stock bought from 
small sawmills in the uncontrolled 
bracket. This ineluded fir mills pro- 
ducing less than 25,000 feet a day, 
yellow pine mills producing less than 
5,000 feet a day and so on. Many of 
these mills have now come under con- 
trol; since the determining line is now 
100,000 feet a year. But if the stock 
was uncontrolled when bought, it can 
be sold without rating; except that a 
rated order always takes priority 
over an unrated order. This free lum- 
ber is in addition to the amount al- 
lowed under revised Direction 8. 


Other Factors # 


There’s been some uneasiness about 
putting these small mills under con- 
trol. The owners have claimed that, 
no matter how tight the market be- 
comes, they never can be sure of 
enough rated orders to move their 
cut. Retailers have feared that, when 
this proves to be the case, the mills 
will close down. Well, there’s a pro- 
vision by which these mills can sell 
on unrated orders if they can prove 
to the Lumber Division that, even 
with WPB aid, they can’t get enough 
rated orders to keep going. This 
right of release upon appeal should 
aid in keeping the mills going; should 
send a certain extra footage into dis- 
tribution yards. 

There have been some eighteen Di- 
rections issued to L-335. The follow- 
ing have been revised: One, two, 
two-a, three, four, five, six, seven, 
eight and twelve. Of this list, three, 
four and five have been changed only 
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OU Over America, Home Planners are saying: 











Get ready to cash in on 


the Heatilator demand when building starts again... 


We don’t have to tell you that there is a 
great reservoir of home building and re-model- 
ing ready and waiting for the “go” sign. Nor 
do we have to tell you that people who have 
shivered through long, fuel-rationed months 
are going to demand a “‘Heatilator Fireplace 
that really warms the house.” 


Every day . . . from all parts of the coun- 
try . . . comes new evidence of the demand 
for the Heatilator Fireplace. That’s because 
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Heatilator has more thousands of satisfied 
owners to boost it . . . and a longer record 
of continuous advertising to make its advan- 
tages known. 


* Don’t let this opportunity pass you. 
Be ready to cash in on Heatilator de- 
mand when Washington flashes the 
green light. Write now for full details. 


HEATILATOR, INC. 
241 E. Brighton Ave., Syracuse 5, N.. Y. 
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to the extent of incorporating the new 
production figure, below which the 
mill is not controlled by L-335. 

Directions nine and eleven are un- 
changed. Directions 8-a, ten and four- 
teen have been revoked. Directions 
thirteen, fifteen and sixteen have been 
revoked as Directions, and their sub- 
stance has been written into the body 
of the Order. 

Since L-335 is the basic charter of 
distribution control, better get copies 
of the revisions from the WPB. 

The purposes of these changes, of 
course, were to turn the flow of lim- 
ited and insufficient lumber produc- 
tion into channels considered more 
important for the war effort. This 
means that dealers serving industries 
involved in the war effort will be but 
little affected. The change is likely 
to come in the new definitions of what 
constitutes “essential civilian under- 
takings.” The latter are certain to 
be reduced. 

Of course the contro! officials are 
not interested, one way or the other, 


in protecting business as_business.. 


They should not be. But they should 
be interested, and they are, in the 
production of necessary war goods. 
All this is elementary. It means that 
dealers whose trade is covered by rat- 
ings will note little change as a result 
of the January 5th revisions. But it 
means that dealers who have de- 
pended upon civilian trade that is be- 
ing restricted, or that may be re- 
stricted in the near future, and yards 
that have depended upon getting their 
stock by means of uncertified and un- 
rated orders are facing a problem of 
some difficulty. 


Shortages 


There’s tough talk in official Wash- 
ington about materials and man- 
power. Uncle is taking a hard-boiled 
attitude and seems to mean it. 

In sofar as manpower is concerned, 
this industry may be hit no harder 
than any other. All are being hit 
hard; and, according to rumor, there 
are still rougher jolts coming. 

The Administration has asked for 
a National Service Act. No use argu- 
ing much about it here, for events are 
moving rapidly in this field and can 
quickly make a bum out of any pre- 
diction. It may be useful to mention 
in passing that the National Service 
Act idea isn’t the same as some of 
the manpower legislative ideas spawn- 
ing around Washington. 

National Service would mean, first, 
a direct draft of some men to serve 
in the Armed Forces. We have that. 
It would mean, second, a direct draft 
of other men to serve in essential 
industry. We don’t have that. 

The proposed work-or-fight legisla- 
tion, so much talked about on the 
Hill, has been of various kinds; some 
better than others. One kind was the 
proposal that a worker who refused 
to hold an essential job in industry 
should be drafted into the army. Turn 
that around and see how it looks; 
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namely, if a man is drafted for mili- 
tary services and refuses the invita- 
tion he might be forced to take a job 
in a flour mill or a coal mine! 
However, at this time it looks as 
though some coercive legislation short 
of National Service might be passed. 
Congressional reluctance about going 
the whole figure can be understood. 
Time and again Congressmen have 
seen labor shortages and unemploy- 
ment existing side by side. Whether 
or not there’s a real basis for it, Con- 


gress has come to suspect that some. 


outfits, governmental and civilian, ask 
for tools of labor compulsion simply 
because they’re not good at labor 
management. 

For our purpose, it’s more impor- 
tant to look at the tightening supply 
of labor in relation to demand than 
it is to speculate about what Congress 
may do. 


Manpower 


The Army call rate, for several 
months, was running about 60,000 
men a month. For January and Feb- 
ruary it has been raised to 80,000 a 
month; and for March to June, inclu- 
sive, it is to be 100,000 a month. Dur- 
ing the first half of the year the Navy 
will need 192,000 men. Add the an- 
ticipated enlistments, and it’s esti- 
mated by Selective Service that some- 
thing more than 900,000 men will 
have been added to the Armed Serv- 
ices during the first six months of ’45. 

Meanwhile the production of war 
goods is being stepped up. War Man- 
power says that during the first half 
of this year there must be an over- 
all increase of 700,000 workers in es- 
sential industries. Of course a lot of 


the 900,000 men entering the Army: 


and Navy will come from industry. 
Secretary Stimson said a short time 
ago that substantially all physically 
qualified men between the ages of 
eighteen and thirty, including those 
now deferred because of holding es- 
sential positions in industry, would 
be called for military service. From 
some source or other the country will 
need to find some 1,600,000 more in- 
dustrial workers, men and women, be- 
fore midsummer. It’s figures like 
these that stimulate not only the 
tough legislative talk en the Hill but 
also the hard administrative scru- 
tiny of industry to determine which 
lines really are essential. At least 
it’s clear that the manpower problem 
in this and other civilian industries 
is getting rapidly no better. 


Material Needs 


A few days ago this page attended 
a press conference at which J. Philip 
Boyd of the Lumber Division, WPB, 
talked about the tightening of L-335. 
Mr. Boyd said quietly that U. S. lum- 
ber is now the tightest it has ever 
been; added that it will grow still 
tighter so long as the European war 
continues. 

At that point we asked about the 





WFA lumber program. Allotments 
for the program were reduced for the 
last quarter of ’44 and the first quar- 
ter of 45; something we had expected, 
since farm needs for lumber are rela- 
tively low in winter. But the program 
is likely to be of much importance 
next summer; so we asked Mr. Boyd 
if he thought it possible to increase 


the WFA allotment for the second 


and third quarter. He said that if the 
European war was still in progress 
the answer was definitely and posi- 
tively no. 

J. A. Krug, Chairman of WPB, says 
that fifty percent of all war produc- 
tion programs are due for expansion. 
Fifteen percent will remain at their 
present size, and thirty-five percent 
will decline. The over-all pattern will 
be larger in ’45 than in ’44. It’s plan- 
ned to reduce further the production 
of civilian goods and to shelve most 
of the consumer projects already au- 
thorized under the spot reconversion 
plan. An additional reason for the 
cut in civilian goods production is the 
shortage of metals. These supplies 
are being diverted to the making of 
military goods. , 

All this, of course, turns upon the 
state of the war. Plans can and will 
change rapidly as the war picture 
shifts. 


Conventions 


The government has requested or- 
ganizations that have planned to hold 
conventions after the first of Febru- 
ary either to cancel the meetings, se- 
cure the approval of a special com- 
mittee headed by J. M. Johnson, of 
the ODT, or to hold attendance to 
fifty persons or fewer. The NRLDA 
states that a few meetings have been 
withdrawn. At this writing not many 
associations have announced their 
plans, and the committee of govern- 
ment officials has not indicated what 
policies it will follow in granting the 
permission to hold conventions. 
NRLDA surmises that the committee 
“will confine its approval to meetings 
which are required in a direct inter- 
est of the production and procurement 
of war materials.” 


Proposed Standard for 
Prefabricated Homes 


Producers, distributors and users of 
prefabricated homes have _ recently 
received copies of a proposed com- 
mercial standard (TS-3769) from the 
U. S. Department of Commerce. The 
purpose of the standard is to estab- 
lish a measure of quality for prefab- 
ricated homes, and to bring about a 
better understanding among buyers, 
sellers, contractors, building inspec- 
tors, and mortgagees. It provides 
minimum requirements for one, one 
and a half, and two-story prefabri- 
cated structures for human habitation. 
Members of the trade are being asked 
to review the draft, and, on Nov. 1, 
all comment will be summarized in a 
final draft of the standard. 
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Uses Ration Book Holder 
for Give-Away 


With pencils, rulers and such usual 
advertising articles for lumber deal- 
ers out of the market because of 
the war, the Foster Lumber Co., 
Goodland, Kans., has adopted Ration 
Book Holders which have proven to 
be most popular with their custom- 
ers. People come into the office and 
ask for them, taking them home for 
constant use—and incidentally a daily 
reminder of the lumber firm. 


Overseas Boxes 
Made from Scrap 


Here’s one of the cleverest merchan- 
dising stunts we’ve heard of in a long 
time. It enabled an alert line yard 
manager to dispose of waste material 
at a substantial profit It boosted his 
store traffic and brought him many 
new customers, establishing his yard 
in the public consciousness as a con- 
venient and satisfactory place to shop. 

Some time ago C. G. Fisher, man- 
ager of the North Side Lumber & Coal 
Co., Mishawaka, Ind., discovered that 
he had on hand a fairly large supply 
of scrap plywood. Mostly three-ply, 
one-quarter inch stuff, it was left over 
from crate construction which the 
yard had done for the war effort. The 
entire cost of the plywood had been 
absorbed in the original contract, but 
the scraps were small and irregular, 
seemed to be of little value. 

However, Mr. Fisher had an idea. 
He had the scraps sawed into regular, 
rectangular pieces on a power saw in 
the shop. Several of the yard em- 
ployees took these pieces home with 
them at night and nailed them up 
to form sturdy little boxes for over- 
seas shipments of gifts to service men 
and women. The employes were paid 
six cents for each box made—a good 
rate since the work could be done eas- 
ily and rapidly. 

When extra heavy work in the shop 
tied up the power saw, the employees 
took the pieces of scrap home and 
sawed out the rectangular pieces by 
hand—then nailed up the boxes. For 
this job they were paid ten cents per 
box. Some of them earned as much 
as $5 per evening for this extra work. 

Strong and rigid, these plywood 
boxes were ideal for overseas ship- 
ments. They measured 9144x7x44 
inches. The tops were fastened more 
or less loosely with two nails, and 


For dealers, line yard managers, salesmen and other 


employees in retail lumber and building materials stores 


extra nails were placed inside so that 
they could be fastened tightly after 
packing. 

Pretty soon Mr. Fisher had a big 
supply of these boxes. He piled them 
into a display on his sales room floor 
and featured them in newspaper ad- 
vertising, timing the ads to appear 


Customer examines plywood overseas box 
made by the North Side Lumber & Coal Co., 
Mishawaka, Ind. In a single month 10,000 of 
these boxes were sold at 25 cents each. 


when public interest in Christmas 
gifts for soldiers was highest. 

The boxes were offered at 25 cents 
apiece. For 40 cents the customer 
could buy one of the boxes with a 
pound of popcorn thrown in. (Pop- 
corn has often been used as packing 
in overseas boxes as it protects the 
merchandise and can also be eaten on 
arrival.) 

Results were spectacular. In one 
month more than 10,000 of the boxes 
were sold. Total sales scattered over 
a period of several months have been 
many times that figure. As can be 
seen from the foregoing figures, all 
of this business carried an excellent 
margin of profit. 


Sales Literature 
Moves Merchandise 


When John Reno of the National 
Lumber Manufacturers Assn. called 
on Charley Saville of Kuntz-Johnson 
Co. in Dayton, Ohio, Mr. Saville 
fished into a drawer of his desk and 
pulled out the NLMA booklet “Let’s 
Build a Wood Fence” and said: 

“This booklet was the basis of an 
advertising campaign which sold over 


$30,000 worth of wood fence pickets, 
posts and rails in a three months’ pe- 
riod, which is considerable fence for 
one dealer in a town the size of Day- 
ton—and this was during a pre-war 
year.” 

And then he told the whole story. 
Speaking to Mr. Reno he said: 

“Your little fence brochure came to 
my attention through the National 
Retail Lumber Dealers Assn. It 
looked like a dandy sales maker to 
me and I ordered 5000 of them from 
NLMA. 

“The booklets arrived in due time 
and after admiringly looking them 
over I had them put up on a shelf 
with some other advertising material 
I had bought. 

“Do you know it must have been 
six months or a year before I noticed 
that package again, up there gather- 
ing dust, and thought to myself what 
a chump I was to tie my good money 
up in promotional literature and then 
let it lay around doing nobody any 
good and taking up a lot of valuable 
space. 

“Well I pulled the package down 
and went to work. 

“First I ran a small ad offering 
copies of the brochure to interested 
parties and, of course, indicating our 
ability to furnish the material neces- 
sary to make the wood fences. 

“The response was immediate. The 
very next day came requests for the 
booklets and then orders for pickets, 
posts and rails. 

“At that time we had on hand about 
ten thousand wood pickets. We had 
never promoted fence material before, 
previously just taking what sales 
came our way, and we thought our 
inventory was a pretty good sized 
stock pile. 

“You can imagine our surprise when 
we sold out the whole lot in one 
week’s time. 

“There we were with no more fence 
pickets and with people still asking 
for the fence brochure and, what is 
even more important, still coming 
with cash in hand to buy fence pick- 
ets. Now when a customer comes in 
with cash in hand a good merchan- 
diser sees that he goes out with 
merchandise in hand. 

“So, in order to supply the imme- 
diate demand I turned to a carload 
of pine roof lath we had on hand and 
made pickets out of it to take care 
of the insistent requests for fences 
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- me have said it and millions 
more will be repeating it so long 


as builders’ hardware is selected to stay 
within a too meager allowance 

Most people buy builders’ hardware 
only once. Unfortunately, too few will 
“pay the fiddler” for their false economy 
and replace cheap, unsightly hardware. 
Instead, they continue to curse it, and 


FOR ENDURANCE -- SELL WROUGHT OR CAST BRASS AND BRONZE 


FOR DESIGN AND WORKMANSHIP - =~ SELL 
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you, too, because you sold it to them. 

This bugaboo of inadequate a/lowance 
has deprived you of the sale of good 
hardware long enough. Forget it and 
convince your friends of the wisdom of 
investing a few extra dollars in lifetime 
satisfaction. 


Russell & Erwin Manufacturing Co., 
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New Britain, Connecticut. 
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that followed one right after another. 

“The pressure kept up—both for 
copies of the fence booklet and for the 
fences themselves. It sure surprised 
us and pretty soon our carload of 
lath was used up. 

“We couldn’t wait for more pickets 
to come in so we started ripping six 
inch oak boards and making pickets 
out of them. Luckily we have a dou- 
ble head shaper and the job was han- 
dled without trouble. 

“We priced the pickets in sections 
which we think is the best method of 
merchandising them. 

“When we first started this fence 
program we had on hand plenty of 
half round cedar posts but the rush 
soon exhausted that supply too and 


I thought of a quantity of four inch 
oak timbers which appeared to me to 
be suitable for this use. We started 
to convert them to fence posts and 
they filled the bill to a T. 

“One of the most pleasant condi- 
tions attached to this whole affair was 
that ninety-five percent of the sales 
were for cash; and as you know 
money in the till is—well it’s money 
in the till!” 


Using Slack Time to 
Collect Old Accounts 


It is doubtful whether there is a 
lumber dealer in the country who 
doesn’t have some old accounts on 
his books, many of which have been 
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Since 1921, PAMUDO has specialized in the distribution of Douglas Fir 
Plywood. The experience and knowledge acquired over the years is assur- 
ance of ability to render outstanding service. While war uses come first 
today, we desire to acquaint all buyers and users with PAMUDO'S nationwide 
organization—so that when Douglas Fir Plywood is available for civilian use, 
all may know about PAMUDO'S truck and L. C. L. service from its 6 Ware- 
house Branches and its Carload service direct from PAMUDO plywood mills. 
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Beginning in 1912, PAMUDO has been one of the largest distributors of 
Millwork. Serving primarily war needs now, with only limited quantities avail- 
able for civilian use, with Peace PAMUDO'S Millwork service will be broad- 
ened out as in pre-war years. Plan to contact 
PAMUDO for your post-war stock-up needs. 
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allowed to slip along for years. The 
Russell Lumber Co., Russell, Kan., 
had some and decided to do some- 
thing about it. Some of the accounts 
were even outlawed but R. W. Wool- 
dridge, manager of the firm believes 
that people in general recognize a 
moral obligation so he decided to use 
the slack time when lumber was 
scarce to go after some of the old 
accounts and see if some of them, at 
least, couldn’t be collected. 

In some instances he had a heart-to- 
heart talk with the customer, in other 
cases a friendly letter was written, but 
always with the idea of renewing the 
friendship and collecting the account. 

“In this section of Kansas the peo- 
ple have money now for the first time 
in a number of years,” says Mr. Wool- 
dridge. “It was surprising to see 
how willing many were to pay up and 
again have a clean slate with our 
firm. Even accounts that had been 
outlawed were collected, in many in- 
stances the customer explaining that 
he hadn’t had the money before and 
later was ashamed to come in because 
the account was so old. By making 
use of spare time in this way we have 
collected many old accounts and have 
built up a cash reserve that will come 
in very handy just as soon as material 
is released.” 

Some idea of how this little cam- 
paign has worked out can be gained 
from one single incident. Not long 
after the effort to collect old accounts 
was started a former customer who 
had stayed away from the lumber 
company office for some years came 
in and said he wanted to pay his ac- 
count in full. The office man looked 
into the ledger under the name and 
couldn’t find any open entry. Then 
reference was made to a_ separate 
book in which these old accounts have 
been entered when they were taken 
off the books as losses. Here was the 
account, nine years old and totalling 
exactly $40. The man paid in full 
and explained that the reason he 
hadn’t been in to pay before was that 
right after he purchased the material 
he had had one wheat failure after 
another when he didn’t even make ex- 
penses. He said that he simply didn’t 
have the money until this year. Not 
only did he pay up an old account, but 
he now feels like coming back to the 
lumber yard whenever he needs any- 
thing. 


Floating Derrick "Paul Bunyan" 
Launched 


The floating derrick “Paul Bun- 
yan,” the hull of which was launched 
at Muskegon, Mich., on Dec. 16, will 
be the largest vessel of its kind con- 
structed on the Great Lakes, and has 
been named for the legendary giant 
lumberjack. 

Designed primarily for handling 
the massive gates of the navigation 
locks at St. Mary’s Falls Canal but 
also for use in wrecking operations, 
the derrick has a capacity of 250 tons 
on a vertical lift and 100 tons at a 
radius of 53 feet. 


January 20, 1945, AMERICAN LUMBERMAN 


Be 
fir 
ex 
th 
on 
















& & 2 oe 4 ee a Bd eee 


—_ 


at 


4 

s 

0 

iT 

e 

wo 

d 

id 

Nn 

te 

ye 

on 

ne 

1g 

ill 

he 

vs Build a steady volume of postwar busi- 
er ness by selling the use of Douglas fir 
Z plywood for signs and store fixtures. 
Sign and display men already know the 
ut advantages of plywood—its versatility, 
4 workability, strength, lightness and dur- 
ni” 

in- Because of its many advantages, Douglas 

ied fir plywood today serves the war effort 

vill exclusively. When essential needs lessen, 

on- this modern ‘‘miracle wood” will again be 

- One of your most profitable volume items! 
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"SPECIFY DOUGLAS FIR PLYWOOD BY THESE “GRADE TRADE-MARKS” 





THIS FREE BOOK 
WILL HELP YOU 
DEVELOP ANOTHER 
PROFITABLE 
POSTWAR FIELD! 
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ability. More and more will use this 
modern ‘“‘miracle wood”’ in their work— 

and this free book will give you countless 

ideas that will help you sell more of it ‘ 
in a field with real volume possibilities. 

Send for your copy now! 


DOUGLAS FIR 
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Ungraded Southern Hardwood 
Put Under Ceiling 


The OPA has established maximum 
prices for ungraded Southern hard- 
wood lumber, effective Jan. 18. Maxi- 
mum prices which producing mills 
may charge are as follows: For lum- 
ber one inch, one and a quarter 
inches, or one and a half inches thick, 
$32 a thousand. For lumber two 
inches thick, $29 a thousand. And 
for thicknesses greater than two 
inches, $28 a thousand. For lumber 
graded by a buyer authorized by OPA 
to inspect and grade hardwood lum- 
ber, the ceiling prices are the usual 
mill maximum prices for the species 
and grades less five percent. For 
“residual” ungraded limber sold by 
a mill which sells hardwood on grade, 
the maximum is fixed at $20 a thou- 
sand. 


Priorities Regulation 1 Amended 


Priorities Regulation 1 has been 
amended for the purpose of eliminat- 
ing extensive bookkeeping require- 
ments for manufacturers. Extensions 
of ratings on customers’ orders for 
more than $25 worth of material must 
be withdrawn on notification of a cus- 
tomer’s cancellation, as previously 
provided in PR-1, Section 944.4a (Can- 
cellation of Preference Ratings), 
WPB said. 

PR-1 as amended Jan. 6 removes 
certain restrictions on the sale of ma- 
terial that has been obtained with 
priorities assistance and can no 
longer be used for the purpose for 
which that assistance was given. It 
also changes certain restrictions with 
respect to the use of such material. 
If the holder does not in the regular 
course of his business sell similar 
material and the sale is one covered 
by Priorities Regulation 13, he may 
sell it only as provided in that reg- 
ulation. If he regularly sells such 
material, he may make the sale freely 
if he meets the requirements of all 
applicable sections of PR-1 and other 
orders and regulations of the WPB. 
Previously, Section 944.11 permitted 
the sale without special authorization 
only to fill an order rated AA-5 or 
higher. 

Similarly, the regulation formerly 
permitted the use of such material 
by the holder who regularly sold it, 
if he had been authorized to obtain 
similar material on a rating of AA-5 
or higher. Now, the holder may use 
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it, whether or not he is in the regular 
business of selling such material, only 
if he has the necessary rating or 
other qualification which would be re- 
quired from him if he were to buy the 
material on a _ special sale under 
PR-13 or if his use is specifically 
authorized by WPB. However, if the 
material is a controlled material or 
a Class A product obtained pursuant 
to an allotment under CMP Regula- 
tion 1, the holder may use it only as 
provided in that regulation. 

Other provisions of PR-1 including 
Section 944.14, which has been re- 
written, have been amended for pur- 
poses of clarification. 


Federal Court Upholds OPA 
Right to Seize Records 


The Ninth United States circuit 
court, San Francisco, in reversing 
the Los Angeles district court, has 
upheld the right of OPA officials to 
search and seize private records in- 
volved in asserted OPA violations. The 
decision was handed down on appeal 
by OPA after the district court had 
dismissed OPA charges of price ceil- 
ing violations by Glick Bros. Lumber 
Co., Los Angeles, on the ground that 
the lumber company’s constitutional 
rights had been violated with seizure 
of its records. 

In reversing the lower court, a 
unanimous opinion by the three cir- 
cuit court judges said: 

“Such records are not private books 
or papers—they are quasi-public rec- 
ords.” 


Gap Between Lumber Require- 
ments and Available Supply 
Growing 


Increased military requirements for 
lumber were not sent to the Lumber 
Division of the WPB until after the 
first-quarter allotments for 1945 had 
been determined. This is part of the 
explanation for the speedy and dras- 
tic revision of L-335. Only sawmills 
producing less than 100,000 feet per 
year, each, may sell their output with- 
out control; and the Lumber Division 
estimates that less than three percent 
of the national lumber production 
comes from those mills. “Lumber re- 
quirements are far in excess of the 
supply available,” said J. A. Krug, 
WPB Chairman, “and the gap be- 
tween the two is the greatest we have 
seen since the beginning of the war.” 
Lack of heavy-duty tires still ham- 


pers logging. About 85 percent of 
logs travel from woods to mill on 
rubber. At present there’s less than 
50 percent of normal replacement of 
tires. This shortage becomes cumu- 
lative. 
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Must Prove Value of 
Conventions to War Effort 


To relieve overburdened transporta- 
tion and hatel facilities, organizations 
planning to hold conventions, confer- 
ences, trade shows, or group meetings 
after Feb. 1 “will have to show how 
the war effort would suffer if the 
meetings were not held,” Col. J. Mon- 
roe Johnson, chairman of the War 
Committee on Conventions, announced 
Jan. 11. The yardstick to be used to 
measure the essentiality of any meet- 
ing is how the winning of the two 
wars we are now fighting will be im- 
peded if the meeting in question were 
held to an attendance of 50 or can- 
celed outright. 

Application forms for permission to 
hold a convention are available at all 
ODT regional and district offices, at 
most hotels, convention bureaus, and 
from the national ODT office in Wash- 
ington, D. C. 

All applications should be sent di- 
rectly to Secretary R. H. Clare, War 
Committee on Conventions, Room 7321 
Interstate Commerce Commission 
Building, Washington 25, D. C. 


Book Gives Help With 
Conventions by Mail 


How to conduct conventions by mail 
is told in detail in an idea-packed 16- 
page booklet available from the 
Graphic Arts Victory Committee, Na- 
tional City Bank Building, Madison at 
42nd Street, New York. The multi- 
tude of suggestions for attractive 
mailing, and practical hints on pre- 
senting speeches should be helpful to 
association secretaries and others fac- 
ing canceled conventions. 


Indiana Dealers Ponder 
Postwar Conditions 


President Chet VanScoyk, Kentland, 
presided at the annual meeting of the 
Indiana Lumber & Builders’ Supply 
Assn., at the Murat Temple, Indian- 
apolis, Ind., Jan. 9, 10, and 11, and 
introduced as the first speaker Nor- 
man P. Mason, vice-president of the 
National Retail Lumber Dealers’ 
Assn., who told of the program 
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adopted by the National association 
to assist dealers. 

Mr. Mason was followed by Carl 
Boester, director, Housing Research 
Foundation, Purdue University, who 
talked on “The Truth About Postwar 
Housing.” 

Homer Chaillaux, director National 
Americanism Commission, American 
Legion, held the convention to rigid 
attention with his message on Amer- 
icanism. 

At the dealer-supplier get-together 
the evening of the first day, Carthel 
Robbins, lumber retailer of Stuttgart, 
Ark., and past president of South- 
western Lumbermen’s Assn., had as 
his subject “What’s Cookin’.” 

Acting as chairman the second day 
of the convention was Ed Redman, 
vice president. Donald V. Hock, in an 
address on “The Rebirth of a Nation,” 
admonished his listeners that indi- 
viduals must face their responsibilities 
if the Nation is to maintain its posi- 
tion in business, at the same old stand. 

Ed. Redman, Terre Haute, was 
elected president for 1945 and Charles 
Wagner, Indianapolis, was chosen vice 
president. Ray Schaub, Whiting, was 
elected director to the National asso- 
ciation, with directors-at-large elected 
as follows: Walter Stevens, Indianap- 
olis; Raymond Morris, Mitchell; Har- 
old Main, East Chicago; E. S. Kem- 
mer, LaFayette; F. E. Schonweiler, 
Fort Wayne; Charles Braughton, In- 
dianapolis, and Chester VanScoyk, 
Kentland. 

The concluding speaker of the sec- 
ond day was Roy Wenzlick, president 
of Real Estate Analysts, whose pre- 
dictions of things to come pertaining 
to the building industry are well 
known throughout the United States. 

The Thursday sessions opened at 
9:30 a. m., when S. R. Black, vice 
president Weyerhaeuser Sales Co., St. 
Paul, Minn., addressed the convention 
on “Lumber After the War.” 

J. W. Follin, manager, Producers’ 
Council, spoke about the “Construc- 
tion Industry’s Responsibility in the 
Postwar Period.” 

A large class of kittens was in- 
itiated into Hoo-Hoo Wednesday eve- 
ning at a special ‘concatenation, at 
which Ben Springer and Don Mont- 
gomery, national secretary and Su- 
preme Snark of the Universe offici- 
ated. Fred Wehrenberg, Vicegerent 
Snark, was in charge of Hoo-Hoo 
activities. 

This 61st annual convention of the 
Indiana dealers, attended by more 
than four hundred dealers and about 
three hundred salesmen, representing 
distributors, closed with a banquet 
and dance. 


National Hardwood Wholesalers 
Annual 


The National Assn. of Hardwood 
Wholesalers held its 11th annual 
meeting at Hotel LaSalle in Chicago 
on Jan. 12. President Charles Gill 
presided and reviewed briefly the 





progress of the association during its 
eleven years. 

After being introduced by Major 
Lighter, Sergeants Dankowsky, Rus- 
sell Allen, and Ralph Peck told of their 
experiences in the Pacific and “Tim- 
ber to Tokyo” was shown by Castle 
Radio Corp. 

Other speakers on current topics in- 
cluded John W. McClure, John. I. 
Shafer, Dwight Hinckley, J. C. Walsh, 
and George Ehemann. 

Following approval of reports of 
Secretary Vangsness and Treasurer 
Ruth, new members were elected 
and resolutions adopted. 

Officers were re-elected for 1945, 
as follows: President—Charles Gill, 
Gill Hardwood Co., Chicago; vice 
presidents — William Kelley, Milwau- 
kee, Wis., and Franklin T. Griffin, 
Chicago; treasurer—A. H. Ruth, Chi- 
cago. 

At a meeting of directors called 
immediately after adjournment of the 
general meeting, G. A. Vangsness, 
Chicago, was re-elected secretary. 

A banquet and entertainment con- 
cluded the day’s sessions. 


Honor Retiring 
Secretary-Treasurer 


The annual meeting of the New 
England Wholesale Lumber Assn., 
held at the University Club, Boston, 
Jan. 10, marked 
the retirement of 
its secretary- 
treasurer, Fred- 
erick J. Caulkins, 
after 18 years of 
service in that 
dual office and the 
election of David 
M. Osborne of 
Mason, Osborne 
Lumber Co., Bos- 
ton, as his suc- 
cessor. Mt. 
Caulkins had also 
completed 55 
years of service 
in lumber trade 
journalism, 38 of which were as editor 
of the Lumberman’s Review of New 
York, and the past 13 years as east- 
ern editor of AMERICAN LUMBER- 
MAN. A native of Massachusetts, 
Mr. Caulkins retired at the age of 
82 and is making his home with his 
daughter and son-in-law in New Lon- 
don, Conn. Following dinner in the 
evening, attended by 60 members, H. 
Wentworth Shepard of Shepard & 
Morse Lumber Co., reviewed the ac- 
tivities of Mr. Caulkins, both as a 
citizen and in trade journalism, stress- 
ing the point that from his compila- 
tions of information covering the 
trade trends and developments of the 
past half century he had been ever- 
ready to serve all branches of the in- 
dustry when called upon for facts and 
figures. As spokesman for the mem- 
bership, Mr. Shepard presented the 
retiring executive with an elaborate 
desk set in embossed red leather, sym- 
bolic of the equipment the recipient 
had used so many years in recording 
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trade news and opinions. In addition, 
he was handed a “Good Luck” bro- 
chure bearing the signatures of the 
entire company and entitled “Our 
Parting Gift.” 

Mr. Caulkins responded fittingly 
and was followed by the guest speak- 
er, Lt. Comdr. and Sr. Chap. John H. 
Shilling of the submarine base at 
New London, Conn., who thrilled the 
audience in recounting happenings in 
the South Pacific war area during his 
18 months of service with the troops 
there. 

The association at its business ses- 
sion in the afternoon authorized a 
substantial check to be given to the 
Chaplain for use at his discretion for 
chapel equipment at the Submarine 
Base. 

Granville B. Fuller of Brighton, 
Mass., manager of the lumber pro- 
curement division of the Smaller War 
Plants Corp., outlined the plans and 
accomplishments of that agency. 

At the business session in the after- 
noon L. Mortimer Pratt, Jr., head of 
Davenport, Peters Co., was re-elected 
president and Warren Trask of War- 
ren Trask Co., was continued as vice 
president. As noted above David M. 
Osborne succeeds F. J. Caulkins as 
secretary-treasurer. 

New names on the board of direc- 
tors include Mr. Osborne, Henry Tur- 
geon of Lewiston, Maine, and Frank 
W. Morrill of Worcester, Mass. 


Carolina Dealers Glean Practical 
Information at Annual 


The 1945 Victory Conference of the 
Carolina Lumber & Building Supply 
Assn., held in Charlotte, N. C., Jan. 
10 and 11, contributed a fund of prac- 
tical information designed to aid re- 
tail lumber and building materials 
dealers to fulfill their war and post- 
war obligations to their communities. 
The following invited guests were on 
the program: 

Earle R. Schindler, district man- 
ager, Southern Pine Assn., Raleigh, 
N. C.; Laurence Kiefer, director, trade 
sales promotion, National Paint, Var- 
nish & Lacquer Assn., Washington, 
D. C.; Ed Libbey, National Retail 
Lumber Dealers Assn., Washington, 
D. C.; Edmund H. Harding, Wash- 
ington, D. C.; George B. Nutt, head, 
Agricultural Engineering Department, 
Clemson Agricultural College, Clem- 
son, S. C.; C. J. Burns, executive sec- 
retary, North Carolina Building & 
Loan League, Raleigh, N. C.; Donald 
R. Brann, Easi-Bild Pattern Co., 
Pleasantville, N. Y.; Henry J. Mun- 
nerlyn, lumber dealer, Bennettsville, 
S. C.; E. C. Walbridge, sales manager, 
Libbey-Owens-Ford Glass Co., Toledo, 
Ohio; W. W. Wood, publisher, Small 
Homes Guide, Washington, D. C.; E. 
G. Gavin, editor, AMERICAN LUM- 
BERMAN, Chicago, Il. 

During the meeting a conference 
of manufacturers’ spokesmen and se- 
lected dealers exchanged postwar 
merchandising plans and policies. 
Much useful information was uncov- 
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ered, and presented in the form of a 
report at one of the sessions. At- 
tendance was the highest in the his- 
tory of the association. 

Officers elected for the coming year 
are as follows: 

President—H. O. Stuckey, Colum- 
bia, S. C.; first vice president—J. H. 
Coman, Durham, N. C.; second vice 
president—George J. Cunningham, 
Columbia, S. C.; third vice president— 
W. C. Godwin, Wilmington, N. C.; 
treasurer—William C. Groome, Char- 
lotte, N. C. 

The following directors were elected 
for a three-year term: 

Alex Watkins, Henderson, N. C.; 


Carol DesChamps, Spartanburg, S. C.; 
Gordon Goodson, Lincolnton, N. C.; 
O. H. Folley, Sumter, S. C.; Wyman 
Scarborough, Lumberton, N. C. 

E. M. Garner, secretary and man- 
ager, was reappointed and highly com- 
mended for his management of asso- 
ciation affairs in the past year. 

W. D. Martin, retiring president, 
Raleigh, N. C., presided at the open- 
ing session. Presiding at the annual 
banquet was Hon. H. H. Baxter, mayor 
of Charlotte, and well known lumber 
dealer in that city. The Thursday 
sessions were headed by H. O. 
Stuckey, newly elected president, in 
the morning, and J. H. Coman, vice 
president, in the afternoon. 
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Recommends Three-Point 


Forestry Program 


Declaring that northern Minnesota 
now has “the makings for another 
Hinckley fire’ because of a lack of 
men and proper organization, Chester 
S. Wilson, State conservation com- 
missioner, recommended in his inter- 
im forestry committee report that 
salaries be increased to keep the men 
now in the forestry service and to 
attract new men to it. 

Mr. Wilson’s report recommended 
a three-point program calling for ex- 
pansion of fire prevention, better 
management of timber resources for 
sustained yield, and more develop- 
ment of timber processing within the 
State. 


Asks for Urgency Ratings to 
Increase Lumber Production 


Tudor Bowen, chairman of the Co- 
ordinating Area Production Urgency 
Committee, WPB, has been asking for 
sufficiently high urgency ratings to 
get needed manpower for the produc- 
tion of logs, lumber, and pulpwood. 
He states that lumber production has 
declined steadily since August. The 
supply for the first quarter of this 
year is estimated to be 18 percent be- 
low requirements. Mr. Bowen says 
that lumber is now in such critically 
short supply that a number of im- 
portant military programs are seri- 
ously affected. 






Seek Direct Maritime Connec- 
tions Between Brazil and Canada 


Representatives of Brazil’s largest 
lumber exporting firm, Newton Car- 
neiro and Joao Pereira ad Fonseca, 
of Curtibia, arrived in Montreal Jan. 
3 on a three-fold mission on behalf 
of their country. 

Mr. Carneiro, in an interview in the 
Mount Royal Hotel, said that he and 
Mr. Fonseca would make a survey of 
the possibilities of establishing direct 
maritime connections between Brazil 
and Canada; the possibilities of post- 
war trade between the two countries 
and a survey of Canadian lumber 
transportation methods to solve some 
of the transportation problems facing 
the industry in southern Brazil. 


Veterans’ Home Loans 





The next big step ahead to imple- 
ment the nation’s program for home 
loans to veterans of World War II is 
imminent with meetings of forty-odd 
State legislatures early this year, 
Horace Russell, general counsel of the 
United States Savings & Loan League, 
points out. State laws in many cases 
now prohibit mortgage lending insti- 
tutions from offering the full advan- 
tages of the G. I. Bill of Rights to 
applicants, and adjustment of the 
statutes to the veterans’ loan program 
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No. 18 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington 
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LUMBER PRODUCTS 


You need lumber and we want to ship it to you. But. 
far more than that, all of us want Victory and the muster- 
ing out of loved ones and friends. To this glorious end 
every department of Southern is dedicated. Dedicated. 
also, to the purpose of being ready to handle your orders 
as soon as victory is achieved. Thus, to you and all 
other Americans over seas and at home we extend 


BEST WISHES FOR A VICTORIOUS YEAR 


SOUTHERN LUMBER COMPANY 


WE GROW OUR OWN TREES 


; _, Lumberjacks Are 
~ Railroaders, Too 


Our logging train is shown 
here nearing the end of a 50 mile 
run over our Main Line tracks. 


In a matter of hours these logs 
will be converted to Boards and 
Dimension, which in a few more 
days will emerge from our mod- 
ern kilns, scientifically dried, and 
ready for our planing mill. 


In the planing mill they will 
be surfaced or run to patterns, 
loaded in box cars and started on 
their way to meet essential civil- 
ian and military needs. 











Libby, Montana 
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is being sought by veterans organiza- 
tions and lending institutions. The 
loans already consummated have been 
in States with fewer restrictions, or 
by lending institutions under Federal 
charter which have already been au- 
thorized to make such loans. 


British Columbia's 1944 
Timber Output 


British Columbia’s timber output 
for 1944 is expected to have surpassed 
1943 figures by the time final records 
are tabulated, although it will prob- 
ably still be considerably short of the 


record year of 1941 when about 2,- 
900,000,000 feet were produced. This 
production has been reached despite 
grave difficulties in regard to labor. 


At times during the year turnover 
of men was tremendous, reaching 35 
percent in one operation, due to the 
competition of war plants. This has 
now moderated and a few experienced 
men are reported to be returning to 
the woods. Drafting of wood work- 
ers for the army recently raised new 
problems for the industry, but easing 
of work in city industrial plants off- 
set this development to some extent. 





Cross-Circulation Kilns. 


Better 
production! 


plant. Write today. 


VANCOUVER, 8B. 





Balsa Wood for Planes and 
Life Rafts Seasoned with 
Moore Kilns at Ecuador Mill 


Although Balsa Wood often has moisture content as high 
as 150%. Cia. Ecuatoriana de Balsa, Guayaquil, Ecuador, 
seasons entire cut of their large mill promptly with Moore 


Balsa must be properly seasoned before it can be used in 
fighter planes, life rafts, and many other vital war uses, and 
will require scientific seasoning for the many post-war uses 
to which this light-weight wood will be put. 


drying means greater 
Let us show how the 
Moore Cross-Circulation System 
will soon pay for itself at your 


MOORE DRY KILN COMPANY 
Largest Manufacturers of Dry Kliins and Veneer Dryers 
JACKSONVILLE 1, FLORIDA 

NORTH PORTLAND, ORE. 
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Pacific Logging Congress 

The 35th annual Pacific Logging 
Congress was a wartime convention 
held at a summer resort in the win- 
ter, thus not interfering with con- 
gested hotel accommodations in war 
industry centers. Headquarters were 
at Seaside Hotel, Seaside, Ore., which 
had been opened for the occasion and 
staffed by volunteer local residents of 
Seaside. Production for the war ef- 
fort with the handicaps of manpower 
and material shortage was the major 
problem under discussion. 

Recognizing log and lumber produc- 
tion as a prime war effort, the Navy 
sent Lt. Earl M. McGowin, U.S.N.R., 
New Orleans; the Army was repre- 


sented by Maj. Raleigh Chinn, Chief 


of C.P.A. Portland (Ore.) branch, and 
the War Production Board was repre- 
sented by Fred Brundage, Portland, 
Ore. 

Donald MacKenzie, logging super- 
intendent of the lumber department 
of Anaconda Copper Mining Co., Bon- 
ner, Mont., presided throughout the 
sessions. 

Officers elected were: President— 
C. Dewey Anderson, Salmon River 
Logging Co., Ltd., Vancouver, B. C.; 
vice president—Everett G. Griggs II, 
St. Paul & Tacoma Lumber Co., Ta- 
coma, Wash.; treasurer—Roy Morse, 
Long Bell Lumber Co., and secretary 
—A. Whisnant, Portland. 

While wartime production was the 
major theme, important long range 
developments of the industry were 
given consideration, including more 
complete utilization, sustained yield, 
and expanded research on the part 
of industry and State and Federal 
governments. Labor relations and 
wage stabilization were given much 
attention also. 

The most interesting new develop- 
ment in equipment was the “Tomcat,” 
a new combination tractor and arch 
in one machine. Still in the experi- 
mental stage, this machine was de- 
veloped and built by the U. S. Forest 
Service, and is in operation by the 
Simpson Logging Co., Shelton, Wash. 
Moving pictures of it in action were 
shown and the machine was described 
by N. L. Wright, of the U. S. Forest 
Service, Portland, who took the prin- 
cipal part in its invention and devel- 
opment. George L. Drake, logging 
manager, Simpson Logging Co., and 
Ole Anderson, tractor foreman of that 
company, told of their experience in 
operating it. Pointing out that there 
are structural weaknesses in this first 
model, they however were of the opin- 
ion there were no engineering failures 
and were enthusiastic as to its possi- 
bilities, particularly for logging on 
soft, wet ground and very steep hill 
sides. 

A new piece of equipment which is 
of interest to loggers hauling over 
county and state highways is a load 
weighing device which can be in- 
stalled on trucks and trailers. It is 
made of a hydraulic jack and scale 
and with it the logger can eliminate 
fines for overloading but, just as im- 
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Lumber Products 


SPECIALIZING IN 


350,000 Feet Daily PONDEROSA PINE 


.. for War Uses Now 
for Your Postwar Needs 


With Victory the great Oregon-American plant 


- @ LUMBER 
@ MILLWORK 
@® MOULDINGS 


will resume prompt service to retail and whole- 
sale lumber dealers who have always been our 


@ BOX SHOOK 


primary customers. 


Oregon-American is well-equipped to meet 
your after-war requirements—large timber re- 


sources, modern precision manufacturing facil- 


age 


ities, including ample dry kiln facilities. 


When restocking your yard, put in a complete 


line of O-A kiln-dried building lumber. 


OREGON-AMERICAN 
LUMBER CORP. 


Vernonia, Oregon 
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portant, can load every load to maxi- 
mum weight. This device is manufac- 
tured by the West Engineering Co., 
Los Angeles, Calif. 

Between business sessions the log- 
gers raised more than $2,000 for the 
American Red Cross. 

On Thursday the Clatsop County 
loggers staged a parade of loaded 
logging trucks which extended more 
than a mile down the main highway. 
They called it “Wood on Its Way to 
War” and loggers from many other 
sections admitted there was practi- 
cally no other place where such a pa- 
rade could be staged. It was evident 
from the number of one log loads that 
these loggers had been saving up 


their most spectacular logs for this 
occasion. 

The loggers showed their interest 
in wood research not only in their 
resolutions but in the important place 
on their program accorded to C. P. 
Winslow, director of the Forest Prod- 
ucts Laboratory, Madison, Wis., and 
Dr. A. J. Stamm of the same staff. 

Loggers also listened with interest 
to Carl Coleman, manager of the log- 
ging department of Kinzua Pine Mills 
Co., Kinzua, Ore., who delivered a pa- 
per on “Aerial Surveys as an Aid 
to Road Location.” 

H. D. Weaver of Timber Products 
Manufacturers, Spokane, Wash., dis- 
cussed public relations and particu- 





1-MAN CREW FELLS Ti” PINE 
IN 7 SECONDS 


—and that’s a typical enthusiastic report on the 


Lowther C-Saw! Large timber operators say— 


“It enables one man to do the work of 3”. 


Single independent loggers say—"“‘It triples my 


former production”. Whether the job is felling 


or clearing—whether hardwood or pulp—the 


Lowther C-Saw is producing for timber opera- 


tors in these days of scarce labor and pressing 
war production. Find out about it. Mail coupon 
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Send me circular 62 that shows me how to triple my output. 
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larly stressed the importance of hold- 
ing the line on wage stabilization. 

Other topics and speakers on the 
program included: 

W. B. Hollenbeck, Mayor of Sea- 
side; C. Dewey Anderson, newly 
elected president; A. Whisnant, secre- 
tary, Portland; Axel Brandstrom, 
Crown-Willamette Paper Co., Port- 
land, Ore.; Weldon Kline, Kline Log- 
ging Co., Fairview, Ore.; Nels Rogers, 
State Forester, Salem, Ore.; Ed 
Crosby, Columbia Basin Loggers 
Assn., Portland; L. W. Fischer, Tim- 
ken-Detroit Axle Co., Detroit, Mich.; 
Erwin Eatok, engineer, Stevens Co., 
Portland, Ore.; R. G. DeLong, Twin 
Disc Clutch Co., Rockford, Ill., and 
A. Amort, road engineer, Shell Oil 
Co., Portland, Ore. 

Under the subject of “Closer Util- 
ization of Forest Stand,” R. J. Fil- 
berg gave a progress report on. the 
interesting experiment carried on co- 
operatively by the Comox Logging 
Co., Comox, B. C., and the Powell 
River Paper Co., and the British Co- 
lumbia forest branch. In this pro- 
gram they gathered up the poles and 
slash from a piece of logged over 
land, bundled it with wire and then 
rafted and towed it to the paper com- 
pany. Detailed reports as to the suc- 
cess of the experiment have not yet 
been made. 

And under the swme general sub- 
ject, Harry Carswell, St. Helens Pulp 
& Paper Co., St. Helens, Ore., told 
how his company had been success- 
ful in relogging hemlock and low 
grade logs that had been left by 
earlier loggers. 


Scheduled Meetings 


Jan. 22—Intercoastal Lumber Distribu- 
tors’ Assn., National Republican Club, 
54 West 40th St., New York City. 
Twelfth annual. Business meeting at 
11 a. m.; luncheon at 1 p. m. 


Jan, 22-23—West Virginia Lumber & 
Builders’ Suppy Assn., Stonewall 
Jackson Hotel, Clarksburg, W. Va. 
Annual. 


Jan. 22-24—Northeastern Retail Lum- 
bermen’s Association, Hotel Pennsyl- 
vania, New York City. Fourth war 
conference and 51st annual. 

Jan. 23—Roofer Manufacturers’ Assn., 
Ralston Hotel, Columbus, Ga. Annual. 


Jan, 24-25—Southwestern Lumbermen’s 
Association, Municipal Auditorium, 
Kansas City, Mo. Annual. 

Jan. 25-26—Western Retail Lumber- 
men’s Association of Canada, Fort 
Garry Hotel, Winnipeg, Canada. An- 
nual. 

Jan. 26—West Coast Lumbermen’s 
Assn., Tacoma, Wash. 

Jan. 31-Feb. 1-2—Union Association of 
Lumber & Sash & Door Salesmen, 
Deshler-Wallick Hotel, Columbus, 
Ohio. Annual. 

Jan. 31-Feb. 1-2—Ohio Association of 
Retail Lumber Dealers, Deshler Wal- 
lick -Hotel, Columbus, Ohio. Annual. 


Officially Canceled and 
Postponed Meetings 
Feb. 5-6—Mountain States Lumber 


Dealers’ Association, Shirley-Savoy 
Hotel, Denver, Colo. Annual. 


Feb. 6-7—Michigan Retail Lumber 
Dealers’ Association, The Pantlind, 
Grand Rapids, Mich. Annual. 


Feb. 13-14-15—Illinois Lumber & Mate- 
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Sixty-One Years Young. “ : 


We have come a long way 
since the days when our logs 
were hauled on carts drawn by 
oxen ... since pine poles were 
used as tracks for our wood-burn- 
ing locomotive . .. since our lum- 
ber was dried in smoke kilns. 


_ We have come a long way in 
these 61 years, but actually our 
journey has just begun. For with 
the institution some years ago of 
selective logging on a sustained 


yield basis, our forests will con- 





tinue to produce lumber for gen- 
erations to come. The old loco- 
motive, a symbol of the past, is 
today a trademark of the future. 


We are still busy on our war 
job, but we look forward hope- 
fully to the day of Victory when 
we can again serve the lumber 
needs of a peacetime America. 
Especially will we welcome the 
opportunity to renew unreserved- | 
ly our contacts with the retail lum- 
ber dealer. 
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and Idaho White Pine products insure customer satisfaction. 
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rial Dealers’ Association, Sherman 
Hotel, Chicago. Annual. 


Feb. 20-21-22—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee Au- 
ditorium, Milwaukee, Wis. Annual 

Feb. 22-23—Tennessee Lumber, Mill- 
work & Supply Dealers’ Association, 
Peabody Hotel, Memphis, Tenn. An- 
nual. 

Feb. 27-28—Nebraska Lumber Mer- 
chants’ Association, Fontenelle Hotel, 
Omaha, Neb. Fifty-sixth annual. 

March 14-15—Louisiana Building Mate- 
rial Dealers’ Assn., Roosevelt Hotel, 
New Orleans, La. Annual. 

April 9-10—Lumbermen’s Assn. of 
Texas, Buccaneer Hotel, Galveston, 
Texas. Annual. 


Transfer District Office 


Removal of the Southern Pine Assn. 
district office from Norfolk, Va., to 
409-11 Security Bank Building, Ra- 
leigh, N. C., was announced Jan. 10 
by H. C. Berckes, secretary-manager 
of the association. Raleigh was se- 
lected for the new area office because 
it is more centrally located and is 
readily accessible to a greater num- 
ber of mills in that region. Mr. 
Berckes also announced the retire- 
ment of T. J. Wright, Jr., who since 
October, 1937, had managed the as- 
sociation’s Norfolk office, from active 
duty because of illness. E. R. Schind- 
ler, a member of the association staff 
for several years, will be in charge 
of the assoication’s activities in the 
Carolina-Virginia region. 

Arrangements are in progress for 
another area office in Macon, Ga., and 
consideration is also being given to 


the establishment of a branch office 
west of the river. 

The Southern Pine Inspection Bu- 
reau, which shared office space with 
the association in Norfolk, will con- 
tinue its facilities in the Western Un- 
ion Building there, under the direc- 
tion of C. J. Sykes. 


Memphis Club 


Walter J. Wood, general sales man- 
ager of E. L. Bruce Co., was installed 
as president of the Lumbermen’s Club 
of Memphis on Jan. 11, in absentia. 
Mr. Wood, who was forced by earlier 
arrangements to be out of the city, 
left with Hozea Longwell, the newly 
elected first vice president, a letter 
of thanks and objectives. Mr. Wood’s 
first act as president was to create a 
conservation committee, chairmanned 
by Sam D. Carey, to carry on the 
work that the club has championed 
during the year. Mr. Wood’s letter 
was read by Ed Butler, re-elected 
secretary-treasurer. Mr. Wood named 
a long list of committees to serve 
during the year. 

The club has 237 active and 12 as- 
sociate members, annual report of the 
membership committee, disclosed. 


Mississippi Valley Salesmen's 
Annual 


E. E. Bach, Bach Millwork Co., 
Minneapolis, was elected 1945 presi- 
dent of the Mississippi Valley Lumber 
& Sash & Door Salesmen’s Assn. at 
its 54th annual meeting. Other of- 











BIG DEMAND FOR 


Fultex TARPAULINS 





The urgent need to protect all material and equipment 


has never been more keenly felt. Fultex waterproofed 
tarpaulins and covers are proving their value daily. We 
also manufacture BACK BANDS, COTTON TWINE, 
TRUCK COVERS, MACHINERY COVERS, HAY 
COVERS, TENTS AND OTHER CANVAS ITEMS. 
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ficers are: Vice president, C. C. 
Campbell, Northwestern Hardwood 
Lumber Co.; treasurer, T. M. Part- 
ridge, T. M. Partridge Lumber Co., 
and secretary, F. B. Anderson, F. B. 
Anderson Lumber Co. 

Mr. Bach succeeds the retiring 
president, George Swanson. The re- 
election of Treasurer Partridge marks 
the beginning of his 54th year in that 
office. 


Rhode Island Lumber Club Elects 

At its annual meeting on Jan. 10 
at the Wannamoisett Country Club in 
Rumford, R. I., the Rhode Island 
Lumber Club installed its newly 
elected officers for 1945, as follows: 
President—J. Adona Lajoie, City 
Lumber Co., Woonsocket; vice presi- 
dent—Ernest Famiglietti, State Lum- 
ber Co., Providence; treasurer—Fred- 
erick B. Brooks, Newell Coal & Lum- 
ber Co., Pawtucket; secretary—J. 
Marshall Peters, E. E. Smith Co., 
Providence (re-elected). 


Louisville Commission Lumber 
Salesmen Entertain Wounded 
Soldiers 

The Louisville (Ky.) group of the 
National Assn. of Commission Lum- 
ber Salesmen recently furnished cars 
and drivers to Nichols Hospital in 
that city for a Red Cross tour of the 
city and suburbs for wounded soldiers 
at that Federal hospital. It was the 
first time a number of them had been 
out of the hospital since their arrival 
and many had been there for six 
months or more. Some of the boys 
had to be carried to the cars, and all 
were very appreciative of the lum- 
bermen’s efforts in their behalf. 

Incidentally, refreshments were 
served at a stop-off point—and did 
those kids love hamburgers! 


Baltimore Lumber Exchange 

President E. G. James of the Bal- 
timore Lumber Exchange has an- 
nounced the members of the standing 
committees for 1945. The managing 
committee held its monthly meeting 
Jan. 8, with a full attendance. 


New Baltimore Retail Yard 

The T. Dan Kolker Lumber Co. was 
opened Jan. 2 at 200 West Cold 
Spring Lane, Baltimore, Md.; Mr. 
Kolker was formerly identified with 
the Maryland Lumber Co., headed by 
Benjamin Kolker. 


Baltimore Hoo-Hoo Makes 
Charitable Donation 

Hoo-Hoo Club No. 100 of Baltimore, 
Md., donated its customary Christmas 
celebration funds to purchase para- 
phernalia for treatment at the Kernan 
Hospital for Crippled Children in that 
city, with a -balance left to acquire 
films to entertain the youngsters. E. 
G. James, president, and F. Bowie 
Smith took a prominent part in the 
proceedings. . 


Plastic Club Elects Officers 

The Plastic Club of the United 
States has elected John Owen, Sorg 
Paper Co., as president for 1945; and 
Charles Gates, B. Altman Co. and J. 
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Murray Beveridge, Mavco Sales as 
vice presidents. Ephraim Freedman, 
R. H. Macy & Co. was elected to the 
board of advisors. 

Programs for early 1945 include 
merchandising demonstrations and 
talks by E. I. DuPont, the Plaskon 
Co., and the Celanese Plastics Corp. 


Thanks Lumber Industry 

The Lumbermen’s Club of New Or- 
leans, through E. B. Baldinger, chair- 
man of the committee which raised 
funds to entertain service men at the 
Sugar Bowl game in New Orleans on 
Jan. 1, desires to thank the lumber 
industry for its generous support. The 
club was able to purchase 1,137 
tickets. 


New Regional Forester 

P. D. Ranson, assistant regional 
forester in charge of timber manage- 
ment and private forestry in the 
California Region of the U. S. Forest 
Service, has been named Regional 
Forester of the Northern Region with 
headquarters at Missoula, Mont. He 
succeeds Evan W. Kelley, who is re- 
tiring after nearly forty years in the 
Forest Service. 


Personnel Changes 

Effective Jan. 1, the sales depart- 
ment operations of Weyerhaeuser 
Sales Co. were divided according to 
Harry T. Kendall, vice president and 
general manager. The Eastern Divi- 
sion, with headquarters at Newark, 
N. J., will be in charge of W. H. Pea- 
body, vice president, who will be re- 
sponsible for all Eastern Zone_opera- 
tions, sales, and distributing yards 
as well as other duties assigned to 
him by affiliated companies. 

The newly created Western Divi- 
sion, with headquarters at St. Paul 
Minn., will consist of the Central and 
Western Zones and will be in charge 
of C. J. Mulrooney, vice president, 
former manager of the Central Zone. 

Another operating change was the 
segregation from the Westen Zone 
of the price and stock functions for 
the Weyerhaeuser coast mills. J. E. 
Morris, vice president, with headquar- 
ters at Tacoma, will be in charge. 

W. H. Peabody of the Eastern Di- 
vision announced personnel changes 
as follows: A. N. Fredrickson be- 
comes manager of the Eastern Zone; 
R. S. Boyd, manager of Eastern 
Yards; C. M. Cooke, assistant mana- 
ger Eastern Zone. All will maintain 
headquarters at Newark, N. J. 

C. J. Mulrooney, of the Western 
Division, announced the appointment 
of A. D. Franklin as manager of the 
Central Zone and C. H. Kinne as man- 
ager of the Western Zone. The for- 
mer will maintain headquarters at 
St. Paul, Minn., and the latter at Ta- 
coma, Wash. : 

A. D. Franklin, manager of the 
Central Zone, announced the appoint- 
ment of James Breckenridge as sales 
manager of the Central Zone and L. 
A. Wenzell as manager sales coast 
mills Central Zone, both with head- 
quarters at St. Paul. 

C. H. Kinne, manager Western 
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@ PERFECT ACCURACY 
@ INCREASED FIGURE OUTPUT 
@ MINIMUM OPERATOR EFFORT 


HERE’S PROOF IN THE WORDS OF A FRIDEN USER... 


“I actually work thousands of problems without ever hav- 
ing to clear the dials or the keyboards. For on my new 
Fridén Calculator they are Cleared Automatically, without 
effort or even thought on my part. There is absolutely 
no chance for uncleared dials or keyboards from pre- 
vious problems to cause errors. 

I can tell by the increased amount of work I turn out and 
by its perfect accuracy...as well as by how much better 
I feel at the end of the day...this one Fridén Feature is 
worth its weight in gold to me.” 

Telephone or write your local Fridén Representative or 
the Home Office in San Leandro, California for complete 
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able, when applications for delivery have been approved 
by the War Production Board. 
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able in approximately 250 Company controlled: Sales 
Agencies throughout the United States and Canada. 
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Put Your War Needs 
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Western Wholesaler 
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daily touch with many Western Mills 
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do his best to get it for you. 
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Zone, announced the appointment of 
L. M. Bullen as assistant manager 
Western Zone. 

All appointments represent promo- 
tions for men of long experience with 
the company. 


West Coast Mills Sold 


Sale of the Henry Mill & Timber 
Co., Tacoma, Wash., for $140,000 to a 
syndicate headed by G. E. Karlen, 
prominent Tacoma lumberman, at a 
receiver’s sale was approved Dec. 30. 
The mill went into a _ receivership 
Nov. 9, with J. G. Dickson, Tacoma 
lumberman, appointed receiver. The 
mill will continue to operate. 


Donald W. Lyle of Tacoma has pur- 
chased the Gange Lumber Co., Ta- 
coma, and will continue to operate the 
plant as of Jan. 1. Samuel E. Gange 
has retired. 


C. W. Richardson, wholesale lum- 
berman of Denver, Colo.; C. E. Put- 
man of Colonial Cedar Co., Seattle, 
and a group of retail lumber dealers 
in the Denver territory, have pur- 
chased a substantial block of stock in 
the Willapa Shingle Co., Raymond, 
Wash. Although the immediate pur- 
pose behind this purchase was ob- 
taining a supply of shingles for the 
dealer stockholders under present con- 
ditions, it will also be helpful to the 
mill company as it will enable it to 
sell its output to its own stockholders 
in future normal market years. H. J. 
O’Donnell and W. S. Westover are re- 
taining a considerable financial in- 
vestment in the company and will re- 
main as officers and directors. There 
will be no change in management or 
manufacturing policy. Dale Craft 
continues as an officer of the com- 
pany and general manager. The Wil- 
lapa Shingle Co., one of the larger 
shingle mills in the State, is equipped 
with twelve shingle machines. 


Line of Yards Changes Owners 


Consolidated Building Materials, 
Inc., with general offices in Hartford, 
Conn., announced Jan. 4 through its 
president, Louis C. Dimock, the sale 
of its entire capital stock to Diamond 
Match Co. of New York. The new 
owners plan to continue operation of 
the yards under their present local 
names in the same manner as the 
former owners. 

The yards affected are: Charter 
Oak Lumber Co., West Hartford; 
East Haddam Coal & Lumber Co., East 
Haddam; Groton Lumber Co., Groton; 
Milford Lumber Co., Milford; Nor- 
walk Lumber Co., Norwalk; Southing- 
ton Lumber & Coal Co., Southington; 
Thames Lumber Co., New London, 
Thomaston Lumber Co., Thomaston, 
all in Connecticut and Rutland Lum- 
ber Co., Inc., Rutland, Vt. 

Consolidated Building Materials, 
Inc., is the successor company to the 
Smith-Pearsall Co., which was organ- 
ized in 1921 by the late Stillman F. 








Westbrook and the late Howard M. 
Guernsey who served continuously 
until their deaths as president and 
treasurer, respectively, of both cor- 
porations. 


Hawaii to Have Construction 
Services Price Regulation 


Peter A. Stone, price executive of 
the OPA Lumber Branch, has left 
Washington, D. C., for Honolulu, 
where he will formulate a new price 
regulation covering construction serv- 
ices in Hawaii. Because of the large 
volume of construction in Hawaii 
since Pearl Harbor, particularly Army 
and Navy projects, special problems 
have arisen which require the draw- 
ing of a regulation to meet local 
needs. At present a large Federally- 
financed housing program to relieve 
the housing shortage is being under- 
taken. 

Before leaving San Francisco, Mr. 
Stone will consult with a number of 
western lumber industry advisory 
committees. John B. Lindemann, as- 
sociate price executive of the Lumber 
Branch, will serve as acting price ex- 
ecutive in his absence. 


Appointed Retail Sales Manager 


Charles M. Hines, president of Ed- 
ward Hines Lumber Co., Chicago, has 
announced the appointment of James 
F. Mahoney as 
sales manager in 


charge of the 
company’s retail 
lumber _ business 


in Chicago. 
Shortly after the 
first of the year, 
Mr. Mahoney will 
assume the sales 
duties held by the 


late Frank E. 
O’Dowd and will 
make his  head- 
James F. Mahoney quarters at the 
Edward Hines Lumber Co., main 


yard, 2431 South Wolcott Avenue, 
Chicago. 

Mr. Mahoney is well known 
throughout the lumber business, hav- 
ing served since 1942 as first assistant 
to Col. F. G. Sherrill, head of the Cen- 
tral Procurement Agency of the U. S. 
Army Engineers. Prior to going to 
Washington he was prominent in the 
contracting and millwork business in 
New York. 

Edward Hines Lumber Co. operates 
one of the largest lumber distribu- 
tion yards in the country at Chicago 
and serves the lumber retail trade 
from this unit and twenty-three 
branch yards, located in metropolitan 
Chicago and suburban areas. 


Request Building Materials to 
Repair War-Damaged Homes 


A request for 7,000 tons of vitally 
needed building materials to. repair 
an estimated 100,000 war-damaged 
homes in liberated regions of Holland 
has been made to allied authorities 
by the Netherlands Civil Affairs Or- 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 











PLYWOOD You'll Be Hear- 
ing a Lot About After 
the War... 


"Soundbilt" is making a real name 
for itself in war uses. While unable 
to book any more "Soundbilt" or- 
ders now, we do want to register 
this name "Soundbilt' with the 
trade — and when peace comes, we 
know you'll like "Soundbilt" quality, 
grades and service. Manufactured 
in the new modern plant of 
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Cabinet Hardware 
in matched sets 


Modern... Streamlined 


No. A61-200 Pull 





tw is one of National Lock’s 
moderately priced matched de- 
sign Cabinet Hardware sets. Each 
set includes Hinge, Pull, Catch 
and Knob, perfectly matched. 





No. A61-3327° 
SPRING CATCHES for 
flush or offset doors. Zinc 
Plated — complete with 


three different strikes and 
necessary screws. Packed 





For the present, due to wartime 
restrictions, this set is supplied 

in Bright Zinc and Lacquered 

finish only. 


in individual envelopes. 


To insure early delivery we sug- 
gest placement of your order at 





No. AG1-204T once. You can save time and 
SNAP-GRIP CATCHES — : : 
S edits Ge ee by ordering all your hard 


ware needs from National Lock— 
your “All From One Source” 
hardware manufacturer. 


ing Zinc Plated rg 
Catch. Supplied with two 
different strikes and nec- 
essary screws. Packed in 
individual envelopes. 


INDIVIDUAL ENVELOPE 


PACKING Each item is carefully 
packed in attractively printed strong Kraft 
paper envelope to protect finish. Each en- 
velope includes necessary screws and instruc- 
tions for application. Saves you valuable | 
time—eliminates loss of screws and : 
parts. Easy to stock and easy to fill orders. 
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LUMBER COMPANY 
ALAMOGORDO, NEW MEXICO 


On war work now, we'll be 
back with our usual service as 
soon as possible. 


High in the Sacramento moun- 

tains, at an altitude of 10,000 

feet, grows the timber that 

yields our lumber. ~ Our mod- 

ern band mill, with up-to-the 

4, minute machines, has every 

} facility for quality production 

Douglas Fir, White Fir, Ponde- 

rosa Pine . . . Dimension, Tim- 

bers, Ties, Lath, Yard and Shed 

Stock, Bevel Siding, Mouldings, 

Box Shook, Crating. Up-to-date 

lath mill, planing mill, box fac- 

——— tory. 46 years’ service to the 
quutiuum=mss, (umber trade. 
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THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 
DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Westerp Pine Association 
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ganization, according to report from 
Aneta, Netherlands News Agency. 

In order to make these houses rea- 
sonably safe again and to provide the 
occupants with some protection from 
the elements by furnishing at least 
one room in each house with windows, 
1,190,000 square yards of plywood; 
1,785,000 square yards of asphalt pa- 
per; 11,067,000 square yards of glass; 
20,000,000 tiles; 10,000,000 bricks; 4,- 
400,000 pounds of bauxite, and 1,- 
100,000 pounds of putty will be 
needed. 


New Production and Sales 
Manager 


Meadow Valley Lumber Co., Quincy, 
Calif., through its manager, Ray C. 
Smith, has announced that effective 
Jan. 1 Stephen J. Frye replaced Ar- 
thur W. Seamans as production and 
sales manager. 


Interrupts Lumber Career 

Harry D. Youse, Markle, Ind., presi- 
dent of May & Youse Lumber Co. 
and president of Indiana Lumber & 
Builders’ Supply Assn. in 1943, has 
been named private secretary to U. S. 
Sen. Homer E. Capehart of Indiana. 
Mr. Youse will devote all his time to 
his new job. 


Award Service Pins 


At the annual banquet of Moore 
Dry Kiln Co., Jacksonville, Fla., on 
Dec. 27, a 50-year service pin was 
awarded to W. C. Wills, who has been 
nstalling Moore kilns since 1893. Serv- 
ice pins were also awarded to Charles 
J. Williams, president, for 39 years’ 
service; David D. Bundrick, vice 
president, for 37 years’ service; and 
Pat M. Williams, vice president, for 
33 years’ service. Pins were awarded 
to many other employes who have 
been with the Moore organization for 
5-year, 10-year, and 20-year periods. 

Moore Dry Kiln Co. has been op- 
erating a plant at Jacksonville since 
1906. From the first successful 
steam heated kiln installed at Ver- 
bena, Ala., by “Dry Kiln’’ Moore in 
1879, the Moore organization has 
grown until it is now said to be the 
world’s largest manufacturer of lum- 
ber and veneer dryers and dry kiln 
equipment. 


Awarded Prefabricated 
House Contract 


Unit Structures, Inc., Peshtigo, 
Wis., has been awarded a government 
contract of $136,000 for pre-fabricated 
houses for the Civil Aeronautics Au- 
thority. The contract carries the 
highest priority rating. 

Houses will be completely pre- 
fabricated and demountable type of 
construction, supported by a sub- 
structure of fluted laminated beams 
which interlock. 


Severs Connection 


H. H. Kimberly, vice president and 
a director of the Morgan Co., Osh- 
kosh, Wis., has resigned from the 
company with which he has been as- 
sociated for almost 35 years. He has 
also relinquished his official connec- 
tion with the two Morgan affiliates— 
Morgan Sash & Door Co., Chicago, 
and Morgan Millwork Co., Baltimore, 
Md. 

R. M. Redford, formerly secretary, 
has been elected vice president of the 
Oshkosh concern, and C. C. Petri, 
sales manager, has been elected sec- 
retary. Other firm officials are U. 
Morgan Davies, president; H. W. Ec- 
kardt, treasurer. 


Northeast Forest Research 
Centered at Philadelphia 


Federal forest research in_ the 
eleven northeastern States is now the 
responsibility of the Allegheny For- 
est Experiment Station, henceforth to 
be known as the Northeastern Sta- 
tion, Lyle F. Watts, chief of the 
U. S. Forest Service, announced. 
Headquarters will continue at Phila- 
delphia where the administrative of- 
fices of the Eastern Region of the 
Forest Service are also located. 

Studies and investigations by the 
station are of both scientific and in- 
dustrial importance. The’ eleven 
States involved include New York, 
Pennsylvania, New Jersey, Delaware, 
and Maryland, and the New England 
States. 

Work at the new Northeastern For- 
est Experiment Station will. include 
the development of methods of sci- 
entific management for spruce-fir, 





Shown at the head table, left to right, are directors of Moore Dry Kiln Co., Jacksonville, 

Fla., and their wives: Mr. and Mrs. W. L. Wells; Pat. M. Williams; Mrs. Charles J. Wil- 

liams; Charles J. Williams; Mrs. D. D. Bundrick; D. D. Bundrick; Mrs. H. M. Evans; H. M. 
Evans; Mrs. Meta M. Pope, and Marion Pope. 
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PROMPT DELIVERY 


Sturdy and dependable. 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
8 é& years’ experience in building Saw 
Mills and woodworking machinery. 


| LANE MANUFACTURING CO. 


MONTPELIER, VT. ® 


Fast, accurate saw- 
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INSTANTLY! 


«Gt the press of a button 


MOISTURE REGISTER’S direct 
treading dial shows your 
lumber 4% too wet, or as the 
case might be, perhaps it 
shows too dry . . . In either 
case, the ELECTRONIC 
method indicates instantly ... 
accurately .. 
to know. 


Convenient carrying case is 
supplied with each instrument. 





» what you need 
Available for immediate delivery. 


Write for literature and prices. 


MOISTURE REGISTER CO. 


133 NORTH GARFIELD AVENUE «¢ ALHAMBRA, CALIFORNIA 
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Pressure treatment 
drives the Wolman 
Salts solution deep. 
Fiber-fixation holds 
it there. You're safe 
when you specify Wolmanized Lumber. 















Creosoting 


“Registered Wolmanizing 
trademarks 


Flameproofing 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
65 





northern hardwoods, white pine-hard- 
woods, central hardwoods, and hard 
pine-hardwoods; the collection, analy- 
sis, and interpretation of statistics 
on production and use of lumber, 
pulpwood, and other forest products 
of the territory; an inventory of the 
forest resources and of their present 
and potential growth rate; the im- 
provement of wood utilization prac- 
tices through acquainting northeast- 
ern industrialists with the latest de- 
velopments in wood research; the de- 
velopment of new trees through con- 
trolled breeding; and broad studies 
of the relationship of timber use to 
farm, community, and state welfare. 


Innovation in Annual Reports 


The Sherwin-Williams Co., Cleve- 
land 1, Ohio, “Cover-the-Earth” paint 
manufacturers, has issued an annual 
report for 1944 to its dealers, re- 
viewing the year’s activities, discuss- 
ing current policies, and forecasting 
the outlook for post-war sales. This 
is the first known report of this kind 
that a manufacturer has mailed to its 
customers. 


Western Washington Has 
Driest Year 

During the 1944 forest fire season 
in western Washington rainfall was 
6.27 inches below normal, or 708.5 
tons per acre short, according to sta- 
tistics compiled by C. S. Cowan, chief 
fire warden of the Washington Forest 
Fire Association, Seattle. It was the 
driest year in the history of the 
weather bureau in western Washing- 
ton. In spite of this the forest fire 
loss was comparatively low. This is 
a fact largely attributable to a large 
amount of cloudy weather with less 
periods of low humidity. There were 
more than the usual number of fires 
started but they were more easily con- 
trolled and less than normal damage 
resulted. 


Retires 


Albert A. Henry has resigned as 
president of Metropolitan Lumber Co., 
Chicago, and plans to start the life of 
a retired lumberman in Florida, after 
42 years in the lumber business in 
Chicago. In announcing his retire- 


ment, Mr. Henry recalled the winter 
days when lumbermen anxiously 
waited for the ice to break up in 
Whitefish Bay and the St. Mary’s 
River so that the first sailing schooner 
could be sent for a cargo of birch and 
maple from the Michigan and Wiscon- 
sin woods. Last year, says Mr. Henry, 
the Metropolitan Lumber Co. shipped 
more than two thousand carloads of 
lumber for ammunition boxes, medical 
supplies, shell crates, tent poles, and 
other war necessities. 


Awarded Army-Navy "E" 


Otis R. Johnson, president of Union 
Lumber Co., San Francisco, Calif., 
has announced that the Fort Bragg 
plant of the Union Lumber Co. has 
been awarded the Army-Navy “E”, 
—said to be the first such award to 
a California redwood producer—which 
will be presented to the company and 
its employees at ceremonies on Feb. 
4 at Fort Bragg. 


FHA Designated Agency for 
Veterans’ Home 


The Administrator of Veterans’ Af- 
fairs has designated the FHA as an 
agency for appaisal and reviewing 
purposes, on loans made to veterans 
under Section 505 of the G. I. Bill of 
Rights. A veteran is to apply to a 
private lending agency for a loan to 
purchase or build a home. The lender 
applies to the Veterans Administra- 
tion for a certificate of eligibility of 
the applicant. If this is issued, the 
lender presents it together with other 
documents to the local FHA office. 
From that point on, the FHA follows 
its usual procedure. 


Former Wisconsin Lumberman, 
62, Is Seaman on Tanker 


Merchant Seaman Charles Simp- 
son Smith, 62 years old, who retired 
in 1939 from his lumber manufac- 
turing and distributing business in 
Manitowoc, Wis., Chicago, and other 
cities of that area after 35 years and 
planned a world tour with his wife, 
recently took his examination for 
third mate’s papers while on a brief 
leave in San Pedro, Calif., after three 
years at sea. When his age barred 
him from all other branches of the 
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service, Mr. Smith signed as a deck 
hand on a tanker and has since seen 
considerable of the world. 

Mr. Smith, who resigned as mayor 
of Berwyn, IIl., to enter World War 
I, from which he emerged as captain 
of artillery, says his war experience 
has stood him in good stead as a sea- 
man, and he has conducted classes 
in mathematics for his shipmates. 

“When the war is over and the 
need for seamen is not so great, I’ll 
retire again,” says Mr. Smith, but is 
not sure about the planned world 
cruise because he has already been 
to so many of the places and claims 
to have had more enjoyment doing it 
on a tanker than on a world-cruis- 
ing luxury liner. 


On Leave in England 


Lt. W. E. Flavelle, R.C.N.V.R., is 
on leave in England, according to a 
cable received by his father Aird 
Flavelle, president of Thurston-Fla- 
velle, Ltd., Port Moody, B. C. Lt. 
Flavelle was the youngest commis- 
sioned officer in the Royal Canadian 
Navy at the time he received his first 
commission as_ sub-lieutenant. He 
spent two years or more as an Officer 
on a corvette doing convoy work in 
the Atlantic and received his promo- 
tions as rapidly as his age permitted. 
He is now a full lieutenant and in 
addition to that has recently received 
his wings in the Canadian Fleet Air 
Arm and has now been sent to Eng- 
land. 


Awarded Bronze Star Medal 
in France 


Lt. Charles MacClintock of Marsh 
& Truman Lumber Co., Chicago, was 
awarded the Bronze Star medal “for 
meritorious service in connection 
with military operations against the 
enemy in France between Aug. 20 and 
Oct. 20,” distinguishing himself as an 
artillery forward observer. 


On Leave 


Ensign William A. H. Oxholm, 
U.S.N.R., son of Lt. Col. Axel Oxholm, 
former prominent Tacoma (Wash.) 
lumberman, back from active duty in 
the South Pacific, enjoyed a recent 
visit in Tacoma. Lt. Col. Oxholm is 
now on active duty with the United 
States Army in France. 


Must Charge According to Order 


Lumber manufacturers, wholesal- 
ers, commission men, and their cus- 
tomers were told by the Office of 
Price Administration Jan. 9 that the 
impression held in some parts of the 
trade that all shipments of Southern 
pine lumber may be priced as “speci- 
fied lengths” is erroneous. 

“Specified length” ceiling prices 
may be charged only when the order 
from. the buyer specifically states the 
exact quantity of each length which 
the shipment must contain, and the 
resulting assortment is not substan- 
tially a random length shipment. 

For “random length”. shipments, 
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interiors. Low initial cost. No repainting. No re- 
with Victory we will offer a broader service to decorating. Barclay plastic-coated panels stay 
dealers than ever before, including cut stock, clean and bright for years. 


mouldings, millwork and special items. Plan 
to put your postwar lumber needs up to— 


BARCLAY MANUFACTURING COMPANY, INC. 
Oregon Lumber Co. 385 Gerard Avenue, Bronx 51, New York 
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“soft -Textured Ponderosa from the John Day District of Eastern Oregon 
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\ equipment .. Planing mill. 
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§ = Pilot Rock Sales Agency 


|| 203 Radice Central Bidg., Spokane, Wash. 
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“random length” must be 
charged. 

The ceiling price for No. 1 common 
boards, 1x8 inches, in which the buyer 
specifies that the boards shall be six- 
teen feet long, is $44.50 per 1,000 
board feet. For 1x8 boards, random 
lengths, the ceiling price is $43 per 
1,000 board feet. 

For a shipment of No. 1 common di- 
menion, 2x8, 18 feet long, surfaced 
four sides, air dried, the ceiling price is 
$40.50 per 1,000 board feet. For the 
same dimension lumber in random 
lengths, the ceiling price is $38 per 
1,000 board feet. 


prices 


Bomb Demolition Expert 


Lt. (j.g.) Harry Morgan, MJr., 
U.S.N.R., son of Harry Morgan, Long- 
view, Wash., manager Weyerhaeuser 
Timber Co., enjoyed a recent visit 
with his parents in Longview, fol- 
lowing active service in France, Italy, 
North Africa, and England. He is a 


bomb demolition expert. Lt. Mor- 
gan and his work were the subject of 
a recent article in the army news- 
paper, “Stars and Stripes.” 


Salvage Unneeded War 
Housing for French 


Arrangements with the French 
Provisional Government to produce in 
this country temporary shelter for 
150,000 war workers in France re- 
pairing dock areas for war use were 
announced jointly Dec. 28 by the For- 
eign Economic Administration and 
the National Housing Agency. 

Negotiations have been completed 
between FEA and French representa- 
tives for purchase by the French of 
up to five thousand 20x48-foot bar- 
racks, each sleeping about 30 persons. 
The French will pay cash for the bar- 
racks on delivery pursuant to an in- 
terim arrangement with the French. 
Procurement of the housing for the 


Fan Device Gives More 
Complete Combustion of Fuel 


Smoke was eliminated and boiler 
plant efficiency improved by the re- 
cent installation of “over-fire air’ 
apparatus by Dobbs Mfg. Co., lum- 
ber concern of Birmingham, Ala. 

The smoke eliminating equipment 
consists of a blower type fan, pow- 
ered by a one hp. motor, which 


Motor and fan installation in furnace wall. 


blows air at high velocity into the 
furnace above the fuel bed. This air 
cuts through the natural updraft in 
the fuel bed and creates a turbu- 
lence which is conducive to complete 
combustion. This extra turbulence 
prevents stratification and breaks 
up the CO, gas which tends to blan- 
ket partially consumed combustible 
gases. 

The fan and motors are located 
just outside the furnace and blow 
air in through a steel manifold 
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with nozzles. The size of the 
equipment depends on the size of 
the heating plant and the job to be 
done, and is subject to calculation 
by an engineer. Necessary priori- 
ties for purchase of the needed 
equipment can be obtained by a 
lumber or woodworking establish- 
ment. It can be installed in five 
to ten hours. 

The apparatus is operated for two 
or three minutes each time after 
the furnace is fired, being controlled 
by a switch convenient to the fire- 
man. The extra air is sufficient to 
provide complete combustion for the 
excessive volatiles released from the 
charge of green fuel. The fan may 
be made automatic to start when 
the fire door opens and cut off with 
a time relay switch. The idea is to 
operate the switch only the limited 
time required to eliminate the smoke. 
The apparatus may be operated in 
connection with a stoker, in fact 
hooked up, so as to cut on and off 
with the stoker. 

The Dobbs company burns shav- 
ings in its plant, supplemented as 
necessary with coal. The first effort 
to eliminate smoke was by means of 
a jet of steam injected into the 
furnace, but this was not satisfac- 
tory. The “over-fire air” has done 
the job well, according to J. W. 
Carter, owner of the establishment. 
The more complete combustion pro- 
vided by the installation has meant 
a saving in fuel and at the same 
time has enabled the concern to co- 
operate with the city in its smoke 
abatement campaign. 


French will be handled by the Federal 
Public Housing Authority as FEA’s 
agent. FPHA has handled the bulk 
of the Government war housing. 

As much of the order as possible 
will be filled from surplus war hous- 
ing in this country. FPHA will pro- 
duce approximately 500 barracks 
from 1300 temporary family units, 
part of which are at Niagara Falls, 
N. Y., and are not suitable for reuse 
as war housing in this country. 

Reuse of unneeded war housing for 
war needs abroad will save approxi- 
mately 4,000,000 board feet of lumber 
in producing the barracks for the 
French. The maximum utilization of 
substitutes for lumber will be made, 
and only a relatively small amount of 
new lumber will be required, FPHA 
said. 


Farm Lumber Allocation 


The farm lumber allocation for first 
quarter of 1945 has been announced 
by the War Food Administration. 
About the only change in procedure 
is the inclusion of the right on the 
part of the State AAA Committee to 
issue certificates to farmers for the 
mainterance and repair of farm dwell- 
ings and for construction of farm 
houses that are within the $200 limi- 
tation of L-41. Where the need is de- 
termined by the County Committee 
to be essential to the agricultural pro- 
gram, certificates may be issued for 
lumber for buildings required to house 
seasonal farm laborers where they 
come within the $1,000 farm construc- 
tion limitation. A rating of AA-3 
only may be used for these purposes. 

The same forms now being used will 
be used again in the first quarter of 
1945; FL-200 Application for Farm- 
ers’ Lumber Certificate; FL-201 Farm- 
ers’ Lumber Certificate; FL-204 Lum- 
ber Dealers’ Report of Small Sales. 

Farmer’s Lumber Certificates may 
be issued for the following purposes: 

A. Farm construction including 
farmhouses, the cost of which comes 
within the exemption limits of Order 
L-41 ($1,000 per farm per calendar 
year, not more than $200 of which 
may be spent on any farmhouse. The 
$1,000 limitation also applies to build- 
ings required for housing seasonal 
farm laborers) and which is deter- 
mined by the county committee to be 
essential to the agricultural program. 

B. The restoring of farm buildings 
(including farmhouses) damaged or 
destroyed by fire, acts of God or war, 
if the cost of rebuilding is less than 
$5,000 where immediate reconstruc- 
tion is determined by the State AAA 
Committee to be essential to the agri- 
cultural program. In such cases ap- 
plication for a Farmer’s Lumber Cer- 
tificate must be made within 90 days 
after the date of loss. 

C. Construction necessary to pre- 
vent threatened loss of farm products. 

D. Maintenance and repair of farm 
buildings including farmhouses. Cer- 
tificates may be issued only for es- 
sential maintenance and repair needed 
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ORE and more concentration yard men are making it 

a point to buy lumber from Corley equipped mills. 

Of course there is a reason. Corley-cut lumber is accurately 

cut—no “thick and thins”, no “rainbows”. Corley-cut lum- 

ber goes through the planer smooth and easy—it is profit- 
able to handle. 





CORLEY MILLS 


CUT 





Buyers of green lumber are 
writing us for the names of 
Corley mill operators in 
their areas. We will be glad 
to give you this information 
fer your locality. 
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NEED A Good 
Calculator? 


Every Man who figures lumber footage can make good 
use of The Lumberman’s 


AMBIDEXTER 


It is named Ambidexter because of its unique arrange- 
ment, which permits left-hand manipulation, leaving the 
right hand free to write. 
Suitable for pocket, loading dock, yard, car or office. 
Only $3.59 per copy Postpaid 
Ovder from: 
AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Ill. 
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45% Hemlock, 15% White Pine, 40% Hardwood 


Sustained Yield Policy Equals Perpetual Supply 
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MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
Air- Dried — QUALITY LUMBER - Kiln - Dried 
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to make the building habitable or us- 
able for agricultural production. 

E. Maintenance and repair of farm 
implements. 

F. Construction of new farm fences 
requiring great strength such as in 
corrals, bull paddocks and similar en- 
closures, provided the cost comes 
within the agricultural exemption 
limit of L-41. Maintenance and re- 





PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
ing (or anything else) write or wire me. 


10 cars structural fir 5% x 5%, x 
10°63/,” 

15 cars 4/4” “D” Ponderosa or 
Soft Hardwood 


10 cars 5/4” Soft Hardwood, some 


6 & 8/4” also 
Can use KD, AD or SD Rgh or 
Sfcd. 























, 


(HERE'S WHAT 
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to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 


wIiLL NOT SHRINK use. Will not shrink. 
















STICKS AND STAYS DUT Sticks and stays put. 
1 - 


—————, 


Your jobber con give immedicte 
delivery on Durhom's Rock-Hord 
Woter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to case. 
Also available in 25, 50 and 
100-Ib drums for industrid users. 


DONALD DURHAM CO. 
Des Moines ¢: lowa 






The PLASTIC Repair Material 
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Loose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co. 
2133 Touhy Ave., Chicago 45, III. 
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one new Booklet listing and describing 60 
—y- Mexico's commercial timbers. Compares 
m with U. S. species. Describes appearance, 
Sentara, color _ size, weight, pronunciation. 
Practical q authentic. ‘Sent postpaid on receipt of 
$1 per copy. 
ARNOLD JOERNS 


Dept. A, 333 N. Michigan Ave., Chicago 1, Ill. 


70 





pair of existing wooden fences. Brac- 
ing used in connection with wire fenc- 
ing and the construction of wooden 
gates are also authorized uses. Ordi- 
nary farm fences for pastures, lots, 
fields, ete., are not included as author- 
ized uses. 

G. Other essential farm uses con- 
tributing to food production. (For ex- 
ample—small farm bridges, well curb- 
ing, livestock loading chutes, poultry 
and livestock feeders, wagon boxes, 
hay racks, hay loaders, buck rakes, 
tree props, etc.) 


Dealer’s Small Sales 

In order to facilitate the issuance of 
Farmers’ Lumber Certificates, County 
Committees, with the approval of the 
State Committee, may elect to utilize 
the procedure outlined below. This 
procedure permits farmers to pur- 
chase up to 300 board feet per quar- 
ter for approved uses on any one 
farm without making application to 
the county committee, except for lum- 
ber to be used in the repair and main- 
tenance of farmhouses or in farm- 
house construction within the $200 
limitation of L-41. 

County Committees: 

a. May supply dealers in the county 
with Applications (FL-200) or Deal- 
er’s Small Sales Reports (FL-204) for 
signature of the individual farmers. 
The Committee will determine which 
form is to be used. 

b. May permit dealers to submit 
accumulated FL-200 applications or 
FL-204 Small Sales Reports signed 
by farmers covering a total of not 
more than 3,000 board feet at one 
time. 

c. May issue to the dealer in his 
name a Farmer’s Lumber Certificate 
for the amount of lumber (up to 3,000 
board feet) sold to farmers under this 
procedure, provided the individual 
sales do not exceed 300 board feet and 
the lumber is for approved uses as 
outlined. 

d. May assign AA-3 ratings only 
on Farmer’s Lumber Certificates is- 
sued dealers under this procedure. 


Methods by Which Farmers Obtain 
Lumber Without Rating 

A farmer may obtain lumber with- 
out a certificate or rating: 

1. By purchasing from a sawmill 
producing less than 100,000 board 
feet per year. 

2. By having logs sawed at a mill 
producing less than 100,000 board feet 
per year. 

3. By cutting trees from his own 
farm and having not more than 5,000 
board feet sawed from the logs when 
the sawing is done by a mill produc- 
ing over 100,000 board feet per year. 

4. By purchasing from dealers who 
may sell lumber obtained without cer- 
tificates or ratings under provisions 
of Direction to Order L-335. 

5. By purchasing less than 300 
board feet from dealers per quarter 
(Applicable only where dealers’ small 
sales procedure is permitted.) The 
farmer must sign on FL-200 applica- 
tion or on an FL-204 Dealers’ Small 


Sales Report which the dealer will 
have available. 

The L-41 limitations on farm con- 
struction remain the same as _ be- 
fore, $1,000 per farm per calendar 
year, not more than $200 of which 
may be spent on any farm house. 
Necessary maintenance and repair 
may be done without dollar limitation, 
although in a majority of cases, 
FL-200 applications on sales of over 
300 feet will be needed to obtain ma- 
terials. 


Must Give Specific Information 
The WPB has notified lumber com- 
panies who apply for authorization 
to receive the better grades of eight 
species of hardwood lumber, re- 
stricted by Direction 6 to Order L- 
335, that in all cases they must give 
the specific information called for in 
the Direction. Otherwise applications 
can not be considered. General au- 
thorization to receive lumber does not 
cover the hardwood lumber restricted 
by Direction 6. This Direction, as 
amended, became effective on Jan. 7. 


Western Pines 


Following delivered prices, based on 
past sales, were reported to the West- 
ern Pine Assn. by members during the 
month of December, 1944. Both direct 
and wholesale sales are included and 
are based on specified items only. Two 
districts are given, one being the State 
of Illinois, outside of the Chicago met- 
ropolitan district, and the other the 
State of Pennsylvania. Quotations fol- 


low: 
ILLINOIS 
PONDEROSA PINE 
Selects S2 or 4S— 
1x8” 5/4RW 6/4RW 
C Select RL. ..$80.25 $84.04 $84. 3, 
D Select RL... 66.64 70.03 70.7 
Shop S2S— 


No. 1 No. 2 
ae ee ee $58.00 $53.00 
Commons 82 or 4S— 


No. 2 No. 3 
et ee ee $53.25 $48.64 
i gpl A ee ne 55.05 47.75 


No. 4 Com. 4/4 S2 or 4S RW&L.. .$38.96 
IDAHO WHITE PINE 
Selects S2 or 4S— 

1x8” 6/4RW 


Cheated €C). Whesc ks cccios $85.75 
Quality (D) Bhi... c0 68.25 
Commons S82 or 4S— 
Colonial Sterling Stand. 
No. 1 No. 2 No. 3 
Se" We. . 8 hoes ioc $59.25 $50.68 
pi} ge hee 64.75 50.63 
LARCH-DOUGLAS FIR 
Vert. Grain Flg. C&Btr. 4” RL. .$63.00 
No. 3 Com. S2or4S 1x8” RL..... 47.25 
PENNSYLVANIA 
PONDEROSA PINE 
Selects S2 or 4S— 
1x8” 5/4RW 6/4RW 
C Select RL...$82.00 $86.00 $86.25 
D Select RL... 69.38 72.01 72.17 
Shop S2S— 
No. 1 No. 2 


Se eet i eer $61.00 $56.00 

MD? --ci.cysc\ ot aha neler: Meabkcoaiarauineiie 61.00 56.00 
Commons S82 or 4S— 

No. 2 No. 3 

WN. Be: 6 isd o0N Gee es $54.50 $49.50 

RE ON nasa alee he & wl 56.50 50.16 


IDAHO WHITE PINE 
Selects S2 or 4S— 
1x8” 6/4RW 
ee ee eel $98.50 
Quality (D) Rb......«. isa 86.72 
Commons S82 or 4S— 
Colonial eg ae 
1 N 


(3: ye ee eee = 00 $52. 00 

SESE” TEle . 6.00% 5.74 52.00 

4/4 Utility No. 4 S2or4s RWE&L. 45.50 
SUGAR PINE 


Shop 82S— 
No. No. 2 No. 3 
De sav ece coke $65.5 0 $58.50 $50.50 


CPE cvawcecees 64.50 57.50 50.50 
B/E  vvccc.coces 63.50 p's 
LARCH-DOUGLAS FIR 
Vert. Grain Flg. C&Btr. 4” RL. .$65.00 
No. 3 Com. S2 or 4S 1x8” RL... 50.75 
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Review of Production, 
Shipments and Orders 


The critical shortage in the supply 
of lumber and pulpwood is threaten- 
ing the production of essential war 
materials in this country for at least 
the first six months of 1945, the War 
Production Board has_ reported. 
Severe decreases in the output of lum- 
ber and pulpwood, due to the lack of 
manpower, and an increasing need for 
these products to meet essential mili- 
tary demands are the principal fac- 
tors affecting the supply of these ma- 
terials. 

To alleviate this situation, Tudor 
Bowen, chairman of the Coordinating 
Area Production Urgency Committee, 
WPB, sent a Field Service Bulletin 
to WPB regional directors, production 
urgency committee chairmen, and dis- 
trict managers requesting that they 
give every possible consideration in 
granting sufficiently high urgency rat- 
ings to insure adequate manpower re- 
ferrals to producers of logs, lumber, 
and pulpwood. 

The bulletin pointed out that: 

An increase in the production of 
lumber and pulpwood throughout the 
entire nation is essential to the war 
effort. Lumber is now in such critical 
short supply that a number of impor- 
tant military programs are seriously 
affected. Unless action is taken im- 
mediately to relieve the manpower 
and equipment situation, it may be 
necessary for the military to resched- 
ule some of their essential programs. 
Over-all lumber production has de- 
creased steadily month by month 
since August. The supply for the first 
quarter 1945 is estimated to be 18 
percent below requirements. 

Over-all pulpwood inventories in 
the United States have dropped 12 
percent in the months of September 
through November of 1944. Much of 
the available wood pulp supply is now 
going for non-paper usage such as 
explosives, rayon and cellophane and 
the requirements of wood pulp for 
such materials as military shipping 
containers and explosives are expand- 
ing rapidly. 

The Field Service Bulletin points 
out the serious shortage of all forest 
products and requests the help of lo- 
cal production urgency committees in 
referring all possible manpower to 
the production of lumber and pulp- 
wood. _ 

Average prices of standing timber 
and logs rose approximately 24 and 
16 percent respectively in 1943 over 
the previous year, according to the 
16th annual report on log and timber 
prices just issued by the U. S. Depart- 
ment of Agriculture. The report is 


based on records involving 20,000 
stumpage and log sales. 

Henry B. Steer, senior forest econ- 
omist of the Forest Service, who com- 
piled the 1943 report, cites two rea- 
sons for the average increase (1) a 
rise in the general trend of commod- 
ity prices, (2) removal or increase of 
price ceilings on certain important 
forest products in 1943. 


The timber and log price increases 
compared with an estimated rise of 16 
percent for all farm products and a 
four percent increase in wholesale 
prices of all commodities, according 
to preliminary figures of the Bureau 
of Labor Statistics. The average 
price of stumpage per 1,000 board 
feet in 1943 was $4.67 as compared 
with $3.77 in 1942. Log prices aver- 
aged $23.58 per 1,000 board feet as 
compared with $21.05 in 1942. The 
Forest Service price averages were 





Report of Lumber Movement 
Week Ended Jan. 6 


Lumber shipments of 445 mills 
reporting to the National Lumber 
Trade Barometer were 12.0 percent 
above production for the week Jan- 
uary 6, 1945. In the same week new 
orders of these mills were 18.8 per- 
cent more than production. Un- 
filled order files of the reporting 
mills amounted to 91 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equiv- 
alent to 36 days’ production at the 
current rate, and gross stocks are 
equivalent to 37 days’ production. 

Compared to the average corre- 
sponding week of 1935-39, produc- 
tion of reporting mills was 34.6 
percent greater; shipments were 
31.7 percent greater; and orders 
were 23.7 percent greater. 











based on a study of individual sales 
of 14,646,800 board feet stumpage and 
of 5,517,087 board feet of logs. 
Canada’s 1944 lumber production is 
estimated at about 4,700,000,000 board 
feet, approaching the all-time record 
of 4,941,000,000 board feet in 1941, 
states a Canadian lumber publication. 
Of this total cut, 2,100,000,000 board 
feet is ear-marked for domestic use, 
1,000,000,000 for export to the United 
Kingdom, 900,000,000 to the United 
States, and 200,000,000 to other coun- 
tries. The British reconstruction pro- 
gram will require relatively large 
quantities of Canadian lumber. 
Domestic consumption has_ kept 
pace with increased production. Pro- 
duction during the war years has in- 
creased about 43 percent, and con- 
sumption about 44 percent. A large 
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part of the domestic lumber supply 
has been used for various war proj- 
ects and the expansion of the lumber 
industry itself. With the gradual cur- 
tailment of wartime demands, it is 
expected that larger amounts will be- 
come available for civilian purposes. 


Supply and Demand in 
Market Centers 


BOSTON: The labor situation in 
the woods, mills and yards still tends 
to hogtie lumber production in the 
New England states. Despite the gov- 
ernment efforts to get men in the 
woods and higher wages, the man 
power shortage is still acute. In 
south-eastern Massachusetts, German 
war prisoners are being used to sal- 
vage hurricane timber. 

Demand for all kinds of lumber, 
especially board and plank of north- 
east pine, spruce and fir, continues 
firm, the government and war plants 
taking 80 percent or more of the 
production. Officials taking all logs 
8 inches in diameter at top inside of 
bark, and 8 feet long. Portable saw 
mills are used in the woods and at 
some army camps. Easing of rules 
on farm repairs and residential re- 
modeling has created some activity 
among the wholesalers and retailers. 

Under the circumstances, most deal- 
ers feel that they have a fair supply 
of northeastern pine, spruce and 
hemlock on hand, with little if any 
coming in from the South or the 
West. Shortage of labor and trans- 
portation is being felt in the yards 
as well as the woods. 


NORFOLK: The weather during 
the past two weeks in this territory 
has been very bad. Along the At- 
lantic Coast, it has been very cold 
and freezing the logs. This has made 
sawing very dangerous and costly. 
Many mills have been unable to run 
or make any shipments to speak of. 
Labor conditions are still very bad. 

During the past two weeks, there 
has been little demand for lumber 
from the regular yards. These yards 
still have some orders placed under 
L-335, which the mills have not been 
able to ship. Box makers continue 
very busy and are anxious for lum- 
ber of all kinds. Their business 
should increase at a time when it is 
hard to buy lumber. 

The retail yards here have very 
little lumber on hand and are having 
difficulty buying any pine, cypress or 
poplar even on proper priorities. They 
are using some oak flooring but this 
is scarce because manufacturers can- 
not buy rough oak boards. Recently, 
some yards have been demanding 


dressed framing but this item could 
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NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 


Our production 

is drastically curtail- 

ed by reason of problems 

related to the war effort, but we 

are doing our level best to partially 

fill demands; at the same time planning 

for that day when we can again serve our 
customers with enough—on time. 


PRODUCT OF 


GEO. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 

Electric ‘Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 











SCORINTH ‘co: 's 


* 
a 
CORINTH, MISS. -- 
Sawmills, Edgers © 
Smooth End Trimmers & 
Mill Supplies ~ 
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be sold in half-million-foot lots if the 
mills had the stock. 


BIRMINGHAM: Lumber production 
remains at a low ebb, due to the ever 
present shortage of help, plus bad 
weather. The weather has been ex- 
ceedingly unfavorable for logging and 
trucking operations in the woods. As 
a result numerous mills are either 
shut down or operating only part 
time. The amount of lumber stacked 
for drying is perhaps smallest in his- 
tory. 

Despite the shortage, the CPA has 
advertised lettings in the South with 
the reported need to buy 70,000,000 
feet of lumber. Wholesalers will bid 
for a part of this, but filling the or- 
ders is something else in view of the 
fact that mills are already behind 
with business on their books. 


MEMPHIS: Two lumber contract 
lettings held during the past week 
(one in Memphis—the other at New 
Orleans) sought some 60,000,000 feet. 
Most of it was softwoods but there 
were sizable quantities of hardwoods. 
Less than 10 percent of the amount 
desired was offered. 

Manufacturers’ representatives so- 
licited individually, as well as en 
masse, by the government’s repre- 
sentatives to “give us three cars, two 
cars, one car . .’ had the same 
story. No labor. Few logs. One 
manufacturer said that he was forced 
to pay demurrage on carloads of logs 
in his yards now that he had no la- 
bor to unload. Few of the others 
had more than a one to three-day 
supply of logs in their yards. 

Production of oak flooring is 
slightly higher than 20 percent of 
normal with mills having the same 
trouble as lumber mills. 

The entire Southern producing area 
has just undergone some two weeks 
of continuous rains that cut log pro- 
duction to a minimum. The labor 
situation gets progressively worse. 


MINNEAPOLIS: Inquiries bring 
out the expectation that the pressure 
from the War Manpower Commission 
exerted on draft-eligible men to “work 
or fight” will influence many workers 
to return to the very essential logging 
and lumber milling fields of employ- 
ment and a trend in that direction 
has already been noted. Severely cold 
weather has had an adverse effect on 
logging in the Minnesota woods and 
in consequence lumber manufacture 
by the six mills reporting to the 
Northern Pine Manufacturers asso- 
ciation is averaging only a little over 
100,000 feet per week. 

Outside of federal agencies, there 
is a fair civilian demand for sheath- 
ing and finish materials. Some emer- 
gency war housing is still under con- 
struction despite the cold weather. 

Supply situation little changed in 
the past fortnight in the Minneapolis 
area. Dealers are not greatly con- 
cerned as yet because this is their 
normally slack season, but there is 
expected to be little alleviation of 
severe shortages for some time. There 


is some hope that an over-supply of 
lower grades of western pine may 
somewhat help the situation later. 
Dealers who availed themselves of the 
relaxation in L-335 last September 
and sold their allotted one-third of 
their inventories on unrated, uncer- 
tified orders before Dec. 31 will bene- 
fit through the free lumber setup 
under the amended L-335 by being 
able to get a larger quota than those 
who refused to sell on uncertified 
orders and did not dispose of a third 
of their inventories. 


KANSAS CITY: Weather condi- 
tions are bad. Heavy rains have 





An unconfirmed report coming 
in at press time states that lum- 
ber manufacturing and logging 
workers in the 26 years and up age 
groups are to be exempted in the 
new tightened draft procedures. 











cut sharply into production and work- 
ers are unable to get into the in- 
terior to log. Trucks are daily being 
put out of commission, owing to in- 
ability to get parts and especially 
tires. The shortage of workers is 
acute and with additional drafting 
now under way, the mills are in a 
tight spot. The situation applies to 
all species. The military takes most 
but retailers are getting some sup- 
plies, owing to the fact they are per- 
mitted to receive 10 percent of last 
year’s sales for replacement of un- 
certified orders or a guarantee of 
20,000 feet. This has helped the larger 
yards in the big cities to give civilians 
a few feet of lumber for shelves, etc. 

Wholesale stocks are in bad shape 
and retailers are reporting a steady 
decrease in stocks. The Trans-Mis- 
souri-Kansas Shippers’ board reports 
that shipments of lumber for the first 
quarter of 1945 from its territory 
will be 10 percent larger than a year 
ago. Total shipments of lumber and 
lumber products will require 18,954 
cars to handle the expected shipments, 
compared with an actual requirement 
of 17,232 cars in the first three 
months of 1944. 


TACOMA: Weather conditions con- 
tinue to be highly favorable for 
logging but the labor situation, par- 
ticularly in the woods, has become 
increasingly serious. Tacoma log- 
ging operators report a crying need 
for loggers, both skilled and un- 
skilled and particularly chokers and 
other riggers. One operator (E. G. 
Griggs II, president St. Paul & Ta- 
coma Lumber Co.) said his company’s 
camps need 600 men for full opera- 
tions. He said, “We have 145 men 
working and need to have 150 more 
within a week. Just before Christ- 
mas our logging payroll ‘was 345, 
which is only about 60 percent of 
what we could use.” 

The government is still taking vir- 

(Continued on page 77) 
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MEDFORD CORPORATION 
MEDFORD, OREGON 


ANNUAL CAPACITY 85,000,000 FEET 


Manufacturers of Kiln Dried 
Ponderosa Pine ... . . Douglas Fir 
Sugar Pine . . . . +. White Fir 


Members Western Pine Assn., West Coast Lumbermen’s Assn. and Wes: Coast Bureau of Lumber Grades and Inspection. 
































Thurston -Flavelle 
Limited 
Port Moody, B. C. Canada 


For WOOD! 






We ask the forbearance of all who are offering We are manufacturers and 


us additional business. We regret exceedingly wholesalers of southern pine 





and hardwood. In business 
43 years, furnishing framing, 
boards, shed stocks, timbers, 
tion we pledge resumption of our accustomed etc. Send your inquiries. 


that due to limited log supply and shortage of 





labor we are unable to book any new business. 





With Victory and improvement in our situa- 


high standards of service on our dependable 


quality TF Brand Red Cedar lumber and WOOD LUMBER CO. 


gee. BIRMINGHAM, ALABAMA 
MANUFACTURERS & WHOLESALERS OF PINE & HARDWOOD 



































OMAK-KWALITY 


Window, Door 
and Cellar 
FRAMES 
Trim, Mouldings, Casing. 
Base, Finish Lumber, Furni- Mr. H. M. Trip: 
ture Specialties, Etc. 








District Sales 
Representatives 

















Member Western Pine Assn. 


_BILES-COLEMAN. LUMBER CO., Inc. %% 
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Douglas Fir 


Timbers, Dimension 
and Boards. 
Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 








ALTFORNIA 


SUGAR & WESTERN 
= PINE AGENCY 


#1 IMERY ST 


AN FRANCISCC ALIFORNIA 
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1 California Ponderosa Pine | 
| Mouldings and Cut Stock | 


ar Pine Specialist 4 Ye 
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AND TRADE LITERATURE 


Metal Building Panels 1203 


A new line of metal building panels 
that may be used to sheath the floors, 
walls, partitions and roofs of all types 





ASSEMBLY OF 
UNITS FOR COMPLETE 


FLOOR 
STRUCTURE ~- 


CEMING 











of buildings has just been announced 
by the Detroit Steel Products Co. 
Advantages claimed for the new 
units are light weight, permanent 
construction, rigidity, sound proofing, 
flexibility of design. For further in- 
formation check number 1203. 


Pine Door Standard 
Now Available 


Printed pamphlet “Standard Stock 
Ponderosa Pine Doors—Commercial 
Standard CS120-44,” which was ac- 
cepted by the trade as its standard of 
practice for new production begin- 
ning Sept. 15, 1944, is now available 
from the Superintendent of Docu- 
ments, U. S. Government Printing 
Office, Washington 25, D. C., at 10 
cents a copy. It contains complete 
information—purpose, scope, general 
requirements, grading, designs and 


lay-outs, inspection, labeling, nomen- 


clature and definitions, standing com- 


mittee, and history of project; also a 
list of acceptors. 


Lift Truck Catalog 1202 


A new illustrated catalog showing 
materials handling equipment in op- 
eration is now available. There are 
special sections on lift trucks, skid 
platforms, power fork trucks, stack- 
ers, cranes, storage racks and a large 
selection of specially built equipment. 
Lewis-Shepard Co. is the publisher. 
For a copy check number 1202. 


Rustic Fencing 12011 


Rustic fencing in ready made sec- 
tions 42 inches high and 7 feet long 
of white cedar are available in co- 
lonial, stockade, low flower bed and 
corner styles, both full round and 


ila is, 


i 9 \ 














split pickets, neatly pointed, with bark 
on or stripped by hand with draw 
knife. Requires no paint. Fence Co. 
of America is the manufacturer. For 
further information check number 
12011. 


Protective Coating 1204 


Just announced is a new protective 
coating for wood products, copper 
naphthenate preservative, manufac- 
tured by the Quigley Co. to prevent 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 
1201 1202 
1205 1206 
1209 12010 


1203 1204 
1207 
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deterioration by decay, molds and 
fungi. It comes ready to use, appli- 
able by brush, spray, dipping or 
pressure impregnation and is’ non- 
poisonous to humans. For further in- 
formation check number 1204. 


Gypsum Product Guide 1201 


A 40-page guide describing gypsum 
products and their uses and directions 
for application is announced by the 
Celotex Corp. Following introductory 
data on gypsum as a building mate- 





rial are separate sections on interior 
wallboard, sheathing and_ exterior 
wallboard with subdivisions devoted to 
different types of each material. 
Diagramatic illustrations are included. 
For a copy of the book check number 
1201. 


1206 


Now available is a new display 
board incorporating several new de- 
sign features of fire extinguishers, 
fire fighting apparatus and other 
safety equipment. The display car- 


Display Board 


HEAVY DUTY 


ries an actual S.O.S. fire guard ex- 
tinguisher, filled with vaporizing liquid 
and ready for action. General Detroit 


Corp. is the manufacturer. For fur- 
ther information check number 1206: 


Question & Answer Folder 1205 


A new question and answer folder 
entitled “How Can I Buy Needed 
Home Improvements” answers ques- 
tions for consumers on FHA loans 
for home improvements. Space is 
provided on the back of the folder for 
the dealer’s imprint. It is published 
by Guardian Co. For further infor- 
mation check number 1205. 





Direction Sheet for 
Power Saw 1207 


Just published is a new illustrated 
direction sheet for all models of 
power saws manufactured for woods 
use by the Hansen Machine & Weld- 
ing Works. Specifications and list 
prices for various models and parts, 
and instructions for tracing trouble 
are included. To obtain a copy check 
number 1207. 


"Pocket" Stove Book 1208 


A booklet has been published show- 
ing some of the uses to which the 
men in service put a “pocket-sized” 
stove developed by the Coleman Lamp 
& Stove Co., and outlining the possi- 
bilities it has for postwar use. The 
stove occupies little space yet makes 
a hot meal possible under any condi- 
tions. For a copy of the booklet check 
number 1208. 


Disc Grinder 1209 


A new all-purpose disc grinder for 
any type of metal, wood or plastic 
material has been developed by the 
Kindt-Collins Co. It is made in two 
similar models, regular and heavy 
duty, the regular model using cloth 
or paper abrasive discs, and _ the 
heavy duty model employing an inch 
thick grinding disc. For further in- 
formation check number 1209. 


Precision Lathe Center 12010 


A new “Live” lathe center to han- 
dle heavy radial and thrust loads is 
announced by the Ideal Commutator 
Dresser Co. For positive protection 
of the bearings against the entrance 
of chips, dust and other foreign mat- 
ter, two sealing rings are used. Ease 
in redressing the point is one of the 
many features. For further informa- 
tion check number 12010. 





Awarded Second White Star 


The Longview (Wash.) division of 
the Long-Bell Lumber Co. was noti- 
fied Dec. 20 that for the second time 
it has been awarded the Army-Navy 
production award for meritorious 
service. 


Presents Grove to 
British Columbia 


An area of standing timber on Van- 
couver Island, B. C., known as Cathe- 
dral Grove, has been presented to the 
people of British Columbia by H. R. 
MacMillan & Associates. Cathedral 
Grove, which contains Douglas fir 
trees estimated to be up to a thou- 
sand years of age, covers an area of 
32 acres along the Alberni Highway. 
Because the Grove itself would perish 
if all the surrounding forest were 
removed, an additional 300 acres have 
been added, making a natural belt 
which will be self-sustaining in per- 
petuity. The value of the standing 
timber on the area is variously esti- 
mated between $150,000 and $250,000. 
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The MANAGERIAL FILE 


A desk-side efficiency unit 
for the busy executive de- 
manding privacy, security, 
convenience. 2 locks. 2!/2” 
— castors. Ball-bear- 

os rollers on drawer. 

High quality. Order today. 


Northwest Metal Prods. Co. 
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LA GRANGE, GA. 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS FACT 
YARD STOCK & ' aa CLEARS. 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 





ores; Your Saws to Simonds 


inserted t ( 


e. and no saw trout “aw re 


¢ 


ce, at about '. the cost of new SAVI 


er sawn, also on solid and trimmer saws 


J IH. MINER SAW MFG. CO., Meridian. Miss. 













McMINNVILLE, OREGON 


‘ ynufacturers 


WEST COAST FOREST PRODUCTS 


eT 3 





Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Genuine WHITE PIN staosus) 


Air-Seasoned e Water-Cured 


For 102 years, 1882-1944. Capacity 30 million ft. annually 
Members N. W .L. D. Assa. 
DRY STOCK--ROUGH or DRESSED. Prompt Shipment 


JAMES Ww. SE Ww ALL 


Consulting 


XS BENNER 


»9EWALL PHI 








WHITE PINE jaeoce 
Also and Surat = 
Fir Wallboard $2" West =. Products 
William Schuette Company 


New York 
Office--41 East 42d St. PITTSBURGH, PA. 
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. . Deceased 


FRED W. BESSETTE, 67, secretary 
of Timber Producers Assn., with offices 
in Duluth, Minn., Dec. 31 in a Duluth 
hospital. Mr. Bessette, former Minne- 
sota State senator, was long active in 
the State’s forest conservation program 
and at the time of his death was on the 
Minnesota Forest industries Informa- 
tion committee which has Minneapolis 
headquarters. Widow is only survivor. 


HENRY CRAIG BURCH, 60, nephew 
of the late John Henry Kirby and for 
a number of years associated with the 
Kirby Lumber Co., at his home in Hous- 
ton, Dec. 30. Survivors include his 
widow, a son, two daughters, his 
mother, four sisters, and a brother. 


JOHN BURNETTE, 95, retired lum- 
berman of Memphis, Tenn., and for- 
merly of Arkansas, on Dec. 26. Sur- 
vivors include two sons and a daughter. 


LYON DE CAMP, 67, lumberman and 
sportsman, Jan. 3, at his home in Old 
Forge, N. Y. Two sons survive. 


JAMES A. CHASE, 76, president §. H. 
Chase Lumber Co., San Jose, Calif., Dec. 
5. He had been ill since last June. His 
widow survives. 


ELMER B. CLARK, 79, Seattle, Wash., 
founder of Midland Coal & Lumber Co., 
Miles City, Mont., Dec. 31, at his winter 
home in Carlsbad, Calif. His widow 
and two sons, all of Seattle, survive. 


HENRY E. CUSHMAN, 60, for many 
years associated with Plunkett-Webster 
Lumber Co., New Rochelle, N. Y., Jan. 
11 at his home in Winchester, Mass. 
Surviving are his widow, a daughter, 
and three sons, two of whom are in 
war service in England. 


LEO DELANEY, 47, associated with 
his father in Delaney Grain & Lumber 
Co., Wapella, Ill., at his home in Clin- 
ton, Ill., Dec. 22. Ill health forced him 
to retire a year ago. His father, Law- 
rence Delaney; two sisters and four 
brothers survive. 


ROBERT HUBBARD FOARD, 57, vice 
president and general manager Appa- 
lachian Veneer Co., and member of the 
WPB Advisory Committee of the Veneer 
Hardwood Association of the United 
States, unexpectedly, Dec. 29, at his 
home in Murphy, N. C., after an illness 
of several months. 


HOWARD T. HILL, 50, Hill Bros. 
Veneer Co., Edinburg, Ind., and his en- 
tire family, including his wife and two 
daughters, 17 and 14 years old, killed 
when train struck their automobile, 
Dec. 27. His brother Harry Hill, with 
whom he operated the veneer company, 
is the only immediate survivor. 


ALLISON A. HOOFF, member of 
Brown & Hooff, Manassas, Va., Dec. 28. 
Widow, a daughter, and a son survive. 


THOMAS SHANNON HUNTER, 63, 
vice president of Hunter-Benn Lumber 
Co., Mobile, Ala., Jan. 5, at a Mobile 
hospital about two hours after suffer- 
ing a stroke. He was a resident of 
Spring Hill. 


HENRY I. ISBELL, 74, president of 
Isbell Lumber & Coal Co., Elkhart, 
Ind., and president of Sunshine Lumber 
& Supply Co., St. Petersburg, Fla., Jan. 
5, of a heart attack in St. Petersburg, 
where he had resided the last fifteen 
years. Survivors include his widow, a 
daughter and two brothers, C. B. Isbell 
and Edward E. Isbell, associated with 
him in the Elkhart company. 


MILO T. JONES, 64, associated with 
his brother, Hugh T. Jones, in Chanute 
Lumber Co., Chanute, Kan., unexpect- 
edly Jan. 2, at his home there, of a 
heart ailment. Survivors include his 
widow, and two daughters. 
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JAMES S. KENYON, 66, Bremerton, 
Wash., building material dealer, at his 
home in that city, Dec. 30, from a heart 
attack. Survivors include his widow, 
three daughters, and three grand- 
children. 


W. H. KLIEVES, 84, proprietor 
Klieves Lumber Co., Wheeling, W. Va., 
at his home there recently, after 65 
years in the lumber business. Mr. 
Klieves was active until shortly before 
his death. 


BARNEY M. LEWIS, 36, proprietor 
Lewis Lumber Co., Bessemer, Ala., re- 
cently, from injuries received in an 
automobile accident. Survivors include 
widow and two sons. 


J. GIBSON McILVAIN, 65, president 
of J. Gibson MeIlvain Lumber Co., Phil- 
adelphia, Pa., until ill health forced his 
retirement several years ago, Dec. 3, 
at his home in Downingtown, Pa., after 
a long illness. Survivors include his 
widow and three sons. 


GEORGE W. MYERS, 80, retired lum- 
ber dealer of Anderson, Ind., recently 
at home of his daughter near Lebanon, 
Ind. The daughter and a sister survive. 


EUGENE E. OVERTON, 80, pioneer 
Pacific Northwest lumberman in 
Olympia, Wash., Dec. 26. Survivors in- 
clude a son, Hubert, of Olympia, and 
two grandchildren. 


AUGUST PETERSON, 72, a founder 
of Troy Lumber Co., with headquarters 
at Clarkston, Wash., and president until 
1942, Oct. 8, at a hospital in Lewiston, 
Idaho, of paralysis. His home was in 
Clarkston, Wash. Survivors include his 
widow, three daughters, and _ four 
grandchildren. 


LOUIS FRANCIS PETEY, 67, proprie- 
tor L. F. Petey Lumber Co., Rhine- 
lander, Wis., Jan. 2. He also main- 
tained a group of logging camps in 
several northern Wisconsin areas. Sur- 
vivors are three daughters, a grand- 
daughter, a sister, and a brother. 





WALLACE ROBERT REID, 59, sec- 
retary-treasurer and manager of Mem- 
phis Hardwood Flooring Co., Memphis, 
Tenn., before illness incapacitated him 
more than four years ago, Jan. 7 at 
his home in that city. His widow, a 
daughter, two sons, his father, a sister, 
and two brothers survive. 


ANDREW DENNY RODGERS, 79, 
president of Prentice Lumber Co., Co- 
lumbus, Ohio, Dec. 23, at his home there 
after a short illness. Widow, three 
sons, and four grandchildren survive. 


C. ARTHUR RUGG, 59, proprietor 
Rugg Veneer & Lumber Co., James- 
town, N. Y., Dec. 8, at his home in that 
city. Survivors include his widow, two 
daughters, and two grandchildren. 


RICHARD FRANKLIN SLAUGHTER, 
76, pioneer lumberman of Hampton, Va., 
for 45 years, Jan. 7, after a brief illness. 


GEORGE B. WEBSTER, 65, president 
Webster Lumber Co., St. Paul, Minn., 
Jan. 11. Survivors include his widow 
and three sons. 


CHRISTOPHER WECKMUELLER, 76, 
retired, for many years secretary-treas- 
urer of C. A. Bentley Lumber Co., Jan. 
5, following an illness of several 
months. Surviving are his son, two 
daughters, sisters, and a brother. 


Market Reports 


(Continued from page 74) 
tually all of the best grades of lum- 
ber. Demand for crating type lum- 
ber for shipment to the South Pa- 
cific theater is expected to be par- 


ticularly heavy during tne next few 
months. 

Lumber supplies are steadily dwin- 
dling before the heavy war demand 
and stocks are getting lower and 
lower as the war tempo increases, 
Increased demand is forecast because 
of heavier local building requirements 
to meet the defense housing situation. 
Still further demand was indicated 
this week with announcement by the 
regional national housing representa- 
tive that 50 priorities for new private 
residential construction in Olympia, 
30 miles south of here, have been is- 
sued under the new H-2 housing pro- 
gram. 


SEATTLE: Floods, washouts and 
heavy rains have interfered with some 
logging. Big tires continue to curtail 
log trucking. The overall production 
picture shows steady declines follow- 
ing very favorable buildups last sum- 
mer and fall. Log camps are espe- 
cially short of riggers. 

One and two inch stock is par- 
ticularly sought. Re-sawing is being 
done again in fair volume and this 
is the only way some buyers can get 
any one or two inch stuff. Shingle 
demand is still very strong. 

The recent government auction in 
Portland resulted in some 110 mil- 
lion feet being placed and forecasts 
for the next, two weeks later, indi- 
cate 125 million feet will be sought. 
This means that wholesale houses and 
other places where lumber stocks 
might accumulate face no increase. 
All stocks are low or virtually non- 
existent. Log inventory of January 
1st shows about same as Jan. 1, 1944 
but reveals a loss from the moderately 
good position of last Fall. — _ 

SAN FRANCISCO: Retail yards in 
residential districts are experiencing 
a strong demand for lumber for home 
repair jobs, but with the 10 percent 
sales restriction there is little that 
can be done to satisfy this demand. 
One retailer reported having to turn 
down from 20 to 30 requests for re- 
pair lumber daily. Yard stocks_are 
reported as both low and spotty. 


Southern Operation Proves 
Value of Good Forestry 


The importance of scientific forest 
management in obtaining continuing 
economic benefits from the South’s 
timber crop is seen in the operating 
experience of Frost Lumber Indus- 
tries, Inc., of Shreveport, La. Through 
good forestry, many Frost tracts have 
been logged from two to six times in 
the past 45 years, and still contain 
growing stands of timber for future 
productive use. Average annual new 
growth on all Frost lands is estimated 
to range from 150 to 450 board feet 
per acre. 

Seven Frost enterprises produce 
about 150,000,000 board feet of lumber 
yearly from the company’s 616,000 
acres of woodland and the thousands 
of additional acres on which timber- 
cutting contracts are held. 
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